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Features This Week 


Gg “You Tell Them in the Low Voice” 


Edgar Paul Hermann Elaborates on a Theme Made 
Famous by Billie Jones and Ernie Hare and Points 
Out the Advantages of a Pleasing Voice in Selling. He 
Gives Seven Constructive Suggestions for Improving 


Your Address. 


q Calendar for Life Agents 
A Day-by-Day List of Reminders Which Will Assist 


the Life Underwriter in Selling Children’s Endow- 


ment Insurance, the Contract Suggested for Special 


Emphasis During November. 


q Surrender and Lapse Rates 


A Compilation Showing the Combined Rate for 
Twenty-eight Leading Life Insurance Companies. The 
Figure for the Past Year Was 6.73. Only 1.02 Higher 
Than 1929 in Spite of the Fact That General Business 
Conditions Suffered in Far Greater Proportion. 


g Prospecting with Tears in Your Eyes 


This Type of Selling Is Passe with Most Agents but 
Frank Ellington Maintains That the Man with a 
Synthetic Smile and a Jazzy Line of Death Talk Can 
Be Just as Irritating to the Prospect. 














sj) of Multiple Line Service 























Why do folks really read 
Aktna Advertisements ? 


1 Because Aitna Advertisements are prepared with the idea that people 
* are much more interested in themselves than in any one else. 





- Because Altna advertisements are always human, to-the-point, 
- 


interesting. eer 
RESULI 
] Thousands of leads have been turned over to A'tna-izers—resulting in 
* valuable new contacts and additional sales. 


Thousands of prospects have been impressed with the value of Aitna 
* protection and are ready to listen to their local A:tna-izer when he calls. 


IT PAYS TO BE AN ATNA-IZER 


THIS IS A REPRODUCTION OF ONE OF ATNA’S FULL PAGES FOR 1931 
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Jake 2 minutes to check up 0? your 
Automobile Insurance Policy / 


The 4tnaCasualty & Surety Company 





The Atna Life Insurance Company 





The Automobile Insurance Company 


a4 


Will Your Policy ~ er evide nce ¢ f your financial responsibility in all of the = a - 


nd 2 Canadian Provin hich no legall ke 
and 2 Canadian Provinces which now may legally take 


022 


The Standard Fire Insurance Com- 
. . . away 
pany of Hartford, Conn. 


right to drive unless you, whether a resident or not, can 





prove such ress 
Is You r Policy with a ¢ pany that maintains its own Bonding Department? = So 
= In other words, should your car be attached as the result of an o0 ° 
accident 1 1s immediately use your policy to secure its release 
—at no extra cost to you? 


bility ? 





y/ Would Your Policy satisfy a rt award for personal liability, without extra cost to YES NO Reow 
/ you, even if a jury verdict for injuries caused by your car should sf) iS 


run to six figures ? 
y/ Does Your Policy Issure prompt emergency service through a nation-wide Yt’ NO DON 
. organization with a competent representative close at hand no oO cS ea 


matter where you m be 












With Atna’s new Compr ¢ Auton Liah P you can injuries or property damage caused by an automobile 
a t ft ed, of w g your own, or a borrowed car 
' v -1 s fr t 
: f pr ur 
; - ; ae the 6 f @ munity will be pled 
The Etna Casualty & Surety Company, Hartford, Conn. Laws ~ £tna's new Compreh Auto. liability coverage p z 
. prov s, as the name signifies, very broad wanted as a motorist. If you do not know his name, look under 
ty 2 s from claims for personal Etna” in your local telephone directory. He's aman worth knowing 


Please send me your free Booklet, ““What Every Motorist 
Should Know About the New Financial Responsibility Laws.” 
= 
I am interested in an Atma connection 
| y Sur c itna t Insurance Con t 
« t I <e Company of Ha r < r cut, wrote 
Fd and Surety Bonds The Atna is the first 


Name ganize » America to pay 00 is policyholders one billice dolles 
-87- 
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This Week : 


@ Outstanding changes appear in THE Spec- 
raTor’s editorial content and makeup this 
week. As explained in an editorial on page 
six, the “columns” have been shifted into other 
sections of the paper to make way for the 
week’s leading articles. A new and sparkling 
page of editorial and cartoon comment appears 
on page seven with “Time,” a terse weekly re- 
view of insurance news; “Tide,” a picture of 
general business trends; ‘Soundings,’ a business 
philosophy by Robert Wade Sheehan, and a car- 
toon by “Hyphen-Smith,” a gentle satirist who 
knows his insurance. ‘Folks and Facts,” “Men 
and Matters,” and “People and Problems” are 
established to cover personalities and happen- 
ings in the life, fire and casualty field respec- 
tively. 


Next Week: 


@ A staff writer will discuss the Federal Gov- 
ernment farm loan system. The relative invest- 
ment worth of the bonds of the two units of 
that system—the Federal Land Bank bonds and 
the Joint Stock Land Bank bonds—is analyzed. 


€ Another contribution to the unemployment 
insurance forum by John Magee, a member of 
the economics and sociology department of the 
University of Maine. Mr. Magee objects to 
calling unemployment insurance systems “‘doles.”’ 


© A complete report of the joint meeting of 
the Life Agency Officers Association and the 
Life Insurance Sales Research Bureau at the 
Edgewater Beach Hotel, Chicago. 


“ 


@ Fire and casualty sales features including 
sales articles and discussions plus the new and 
interesting editorial material which made its 
appearance this week. 


Don’t Wait for Better Times 


IFE insurance following in the wake of economic 
and financial levels did not reflect the general 
business depression until some seven months after 

other industries showed marked losses. Perhaps current 
psychology infiltrated itself into the field force and 
brought about a defeatist mental attitude. In any event, 
until the men in the field became depression-conscious, 
life insurance maintained its production capacity. 


Of course, the decrease in life in- 
surance writings is primarily due to lack of consumer 
funds rather than psychology but it is beyond peradven- 
ture that sales resistance in the life insurance field is not 
entirely due to lack of prospects, but is supplemented by 
a feeling on the part of life insurance agents that the 
time is not yet ripe to put their heart and soul into their 
production work. 

The problem in life underwriting 
at the present time is singular to the life insurance 
business. No additional proof is necessary that millions 
of people have hoarded money for saving purpose 
only. Savings is but another word for protection. 
The primary aim today is protection. No one can deny 
that life insurance represents the ultimate in this direc- 
tion. Hence, it seems an easy step to policy sales. 

The Reverend Doctor Fosdick, a 
noted divine, recently said :“‘The commonest way to make 
light of anything is to postpone it.” Aren’t life insurance 
men making light of production? Aren’t they delaying 
their planned canvass until times are better? 

When we plan our daily work, 
those things which we regard as vital and serious we 
make our immediate tasks. Those activities which we 
set aside for future accomplishment are by their delay 
defined as of relative unimportance. For if they were of 
serious moment to our future success, we would make 
their undertaking immediately obligatory. 

The income and therefore success 
of a life insurance man depends directly upon the writing 
of new business. It demands concentrated effort now— 
not when times appear to be better. Any delay in start- 
ing your campaign for more new business is an admis- 
sion, not that times are bad but rather that you minimize 
the importance of your job. —T.J.V.C. 
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Did you ever notice what 
trying too hard does for 
your golf game, or your 
tennis, or anything else 
that demands easy, 
natural action? Well, 
trying too hard to be 
cheerful about a man’s 
chances of dying often 
leads the life insurance 
salesman into similar 
difficulties. Make your 
sales presentation, as 
well as your approach, 
what Edgar Paul Her- 
mann calls “a natural” 
and the prospect will 
always meet you half 
way. 
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BB. 


Keep the Ghosts of Death 
and Disaster Out of Your 
Sales Talk, But Don't Be 
Too Funny About Ie. 











There is Nothing So Morbid 








HE crepe hanging, death and 

disaster type of sales talk has 

long since been outmoded in 
life insurance. Agents discov- 
ered that over-emphasizing the 
mortality of mankind amounted 
merely to a form of “nagging” 
and that it served to irritate good 
prospects to a point that mili- 
tated against signatures on the 
dotted line. 


What a great many agents 
have not learned, however, is 
that the opposite extreme is 


equally obnoxious to the pros- 
pect; that death is not a fit sub- 
ject for the funny papers and 
that insincere levity is just as 
awkward and out of place as is 
the black ribbon school of selling. 
“If you should crash the Pearly 
Gates tomorrow, Blink Out,” and 
even that popular “Passing out of 
the picture,” all these attempts 
to make light of the Grim 
Reaper offers examples of, to 
my mind, perfectly horrible and 
strained effort to avoid a natural 
reference to a natural phenome- 
non. 
Dressing 


death talk in 


up 


Broadway slang and putting it 
across with a _ broad, friendly 
grin and a slap on the back must 
arouse homicidal impulse in the 
prospect and the wonder is not 
that so many sales fall through 
but that so few life insurance 
salesmen “pass out of the pic- 


ture” via the blunt instrument 
route. 
An excellent hypothesis to 


work on in framing up trick ap- 
proaches and clever sales phrases 
is to assume at the outset that 
the prospect is just as smart and 
just as discerning as you are. He 
is fully cognizant of the accepted 
truth that death is inevitable and 
if it seems necessary to refer to 
the fact in presenting your sales 
arguments, do so in an easy, nat- 
ural manner and with that good 
taste which always characterizes 
simplicity. 


HE average man is not afraid 
of the thought of death—he is 
merely bored by having someone 
with an obviously selfish motive, 
exploit the theme. Then there is 
always the danger of “laying it 





on too thick” in either direction. 
The agent who dresses his talk 
in graveyard clothes errs no 
more than the one who adorns 
his ideas in race track garments. 
Put the proposition in a neat 
business suit and sell it on its 
fundamental merits. 

The trend of policy buying has 
been definitely along investment 
lines for some time past, a de- 
velopment which makes it easy to 
keep the sales talk out of the 
cemetery. Another factor which 
gives the agent license to paint a 
cheerful picture of the insured’s 
future lies in the record of pay- 
ments to policyholders. More 
than fifty per cent of disburse- 
ments now go to living patrons, 
with beneficiaries collecting less 
than half of the total. 

Men who buy life insurance 
are actuated by just two motives. 
One is the desire to extend pro- 
tection to their dependents. I 
prefer to believe that this unsel- 
fish and basic ideal of life insur- 
ance still is responsible for the 
major proportion of insurance 
production. The other reason is, 
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FRANK 
ELLINGTON 
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Although it is a mistake 
to lean over backward in 
an effort to steer clear 
of the word “death” it 
is still possible and de- 
sirable to treat the sub- 
ject with some degree 
of tact and refinement. 
For instance, Leon Gil- 
bert Simon, in selling 
partnership insurance, 
assumes always in his 
talk that the partner he 
is conversing with will 
be the survivor. It is in 
such direction as this 
that the life underwriter 
can smooth up his sales 
talk. 












As Artificial “Good Cheer” 








of course, self interest—the hope 
of saving through a guaranteed 
medium enough money during 
the productive period of life to 
permit comfortable retirement in 
later years. 

Obviously the two classes of 
prospects call for different sales 
psychology. The man who wants 
protection is buying a_ policy 
with the clearly defined thought 
that death may snatch from his 
loved ones his financial support. 
He has no qualms about facing 
the facts or discussing such an 
eventuality. The investor, on 
the other hand, will react more 
favorably to a straight-forward 
discussion of surrender and 
termination values. 

Some weeks ago Kenilworth 
H. Mathus wrote an interesting 
and instructive sales article for 
THE SPECTATOR, which he headed 
“Picturing Death Pleasantly.” 
He pointed out a number of 
easy, conservative ways to talk 
about death without being too 
harsh. Of all the suggestions he 
offered, however, I liked the fol- 
lowing best: “In the event of 





[HE SPECTATOR 
etober 29, 1931 





your premature death.” After 
all, death is a rather serious mat- 
ter to the individual and the 
average prospect will not appre- 
ciate facetious discussion of his 
own personal demise, however 
cleverly worded. 

While it is permissible to dis- 
cuss death as a hazard faced by 
everyone — even necessary in 
some cases—there remains one 
class of business where the word 
is decidedly taboo. That is in 
selling Children’s Endowment 
Insurance, the special coverage 
suggested for emphasis during 


November. (See Calendar and 
Sales Letter elsewhere in this 
issue. ) 


ARENTS who buy insurance 
for their children are even 
more reluctant to view’ the 
project in terms of death than 
the old-fashioned wife who used 
to fight to the last against life in- 
surance for her husband because 
to her it suggested ‘death 
money.” The fact is, the direct 
insurance features of such con- 
tracts are in the back of the pur- 


chaser’s mind. The average buy- 
er realizes in a vague, scarcely 
admitted sort of way, that in the 
event of such a terrible calamity 
as the sicknes and death of one 
of his children, it would be a 
great comfort to have ready cash 
for doctor bills and funeral ex- 
penses. But avoid stressing this 
point as you would avoid plague. 
Talk in positive terms. 

“You would like your boy to 
have a modest stake for his start 
in the business world.” “Girls, 
nowadays, prize a certain degree 
of financial independence—your 
daughter’s happiness will be 
greatly enhanced by the posses- 
sion of the proceeds of this pol- 
icy,” ete—such are the argu- 
ments which appeal to parent 
prospects. 

Incidentally, every time you 
sell a juvenile policy you are pav- 
ing the way to future and larger 
sales. A child who grows up 
with an insurance policy can be 
depended upon to put some of 
the proceeds back into another 
contract at termination date. 

(Concluded on page 22) 











Unemployment Insurance 


MONG 
F ype before the Special 


Senate Committee which is 
investigating the question of un- 
employment insurance was James 
D. Craig, of the Metropolitan Life 
Insurance Company. Mr. Craig 
recently spent several months in 
Europe studying unemployment 
insurance there. The Metropoli- 
tan, of which he is an important 
figure, for the past twenty years 
has devoted a great deal of atten- 
tion to social insurance problems. 
The result of the recent survey, 
by Mr. Craig and his associates, 
of unemployment _ insurance, 
when made available, will, with- 
out question, prove one of the 
most valuable and comprehensive 
investigations yet made of the 
subject. 

He told the members of the 
Senate committee that he was op- 
posed to universal compulsory in- 
surance against unemployment 
because no one plan has yet 
proved a sufficient solution to the 
problem to be recommended to 
widespread adoption. He stated 
that at the present time volun- 
tary plans in operation in the 
United States were in the trial 
and error state and that no one 
could say just how they would 
work out. He said that attempts 
to solve the unemployment insur- 
ance question abroad have re- 
sulted in all sorts of complica- 
tions and that developments 
there were so rapid that the un- 
employment insurance plans had 
left the insurance principle be- 
hind so that now they do not 
come within the category of in- 
surance. No unemployment in- 
surance system, he said, could 
continue to pay benefits indefi- 
nitely, but he thought that if 
benefits were payable for a lim- 
ited period a sound insurance 
plan might be devised. 

Mr. Craig is a widely recog- 
nized authority and what he says 
must be carefully considered by 
everyone who is sincerely inter- 


those who have ap- 


Editorial 


With the Editors 


ested in any plan to assist those 
who are unable to secure employ- 
ment. And we believe the best 
solution of the problem will come 
from the efforts of men like him 
rather than from the theorist 
with no practical understanding 
of the subject, or the politicians, 
even should their motives be be- 
yond suspicion. 





THE “COLUMNS” HAVE 
MOVED 


UR readers are doubtles- 

surprised not to see the 
well known “column page” 
in its usual place on page 
four. We still present each 
column as a weekly fea- 
ture, although we have aban- 
dened the custom of printing 


all three columns, “As I 
Live,” “Smoke” and “The 


Third Party” on the same 
page. 

“As I Live,” which is still 
conducted by Frank Elling- 
ton, will be found at the head 
of the Life Insurance Section 
on Page 14. “Smoke,” which 
has for more than four years 
been written by Robert W. 
Sheehan, associate editor, 
will henceforth be under the 
direction of Ralph Reed 
Wolfe, and will be found in 
the Fire Insurance Section 
on Page 27. “The Third 
Party,” heretofore edited by 
Mr. Wolfe, will now be writ- 
ten by Bob Monaghan, who 
has been a pinch hitter col- 
umnist for all three of the 
foregoing. It will be found 
in the Casualty Insurance 
Section on Page 37. 

Page nine, a new weekly 
feature, will contain a busi- 
ness philosophy by Mr. Shee- 
han, under the title of 
“Soundings,” “Time,” the in- 
surance week in review, a 
pertinent insurance cartoon, 
and “Tide,” which has be- 
come known to readers of 
Tue Spectator during the 
past few months. 














A Golden Egg Scarcity 


ISABILITY income — the 
D goose that proved such a 

prolific layer of golden eggs 
for insured America—may not be 
entirely dead but certainly the 
bird is sinking fast. Among the 
companies to discontinue this cov- 
erage recently are the Security 
Mutual Life and the New Eng- 
land Mutual Life. It has long 
since been established in the 
minds of the public that in any 
lawsuit involving a conflict of in- 
terests between a corporation and 
a poor man, the latter could rest 
assured that he would “get the 
breaks.” It is a very human in- 
stinct to give the under-dog the 
best of it but admirable though 
such impulse may be in principle, 
it is not one that should be in- 
dulged in courts of law. 

In announcing the discontinu- 
ance of disability income to the 
field force, George Willard 
Smith, president of the New 
England Mutual, commented 
rather sharply on this phase of 
the business, saying: “We believe 
that under current court de- 
cisions disability income is a 
parasite, preying upon the life in- 
surance structure, and that it 
should be given up. We further 
believe that if changes and modi- 
fications in coverage are made, 
the protection will be both ex- 
pensive and unattractive.” Al- 
though the New England Mutual 
believes its claim experience more 
satisfactory than that of most 
other companies, the statement 
goes on to point out that claims 
have been mounting at the rate 


of about twenty per cent an- 
nually. 

Thus far nearly all companies 
dropping the coverage have 


agreed that the restrictions and 
increased rates which would be 
necessary to the continuance of 
this form of contract would make 
it unattractive and of very doubt- 
ful benefit to the selling force. 
The Midland Mutual Life is giv- 
ing careful study to the problem 
with the hope of finding a solu- 
tion which will permit the com- 
pany to retain this business but 
it is more than probable, states 
President H. B. Arnold, that it 
will be dropped after the first of 
the vear. 
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Time 


Week of Oct. 19-24 in 
Review) 
jesse Bounds elected president of 
Lamar Life to succeed the late C. W. 
Welty. 





Life Presidents’ figures show Sep- 
tember life insurance production off 
9.5 per cent from September 1930 
results. 





United Life and Accident of Con- | 


cord, N. H., announced discontinuance 
of disability after November 1. 





Directors approve merger of Globe 
Insurance Company of America and Re- 
public Fire. 





Directors approve merger of Inde- 
pendence Fire and American Equitable 
under name of latter. 





Oklahoma Asscciation of Insurers 
elects Ancel Earp as president at an- 
nual meeting. 





New earthquake rates suggested for 
California by joint committee of brok- 
ers and Pacific Board. 





H. J. Rossi elected president of 
Idaho Association at the annual meet- 
ing in Lewiston. 





Inland Marine Underwriters Asso- 
ciation of New York City announces 
assumption of jurisdiction over all-risk 
personal property floater form. 





Towner Rating Bureau doubles rates 
on depository bonds. 





B. Leo Talley, chairman of the board 
of the Home Friendly of Maryland, dies. 





Stockholders approve reinsurance of 
the Omaha Life by the Ohio National 
Life of Cincinnati. 





Ernest L. Roberts appointed vice- 
president of the American National of 
Galveston. 





President Clark of Union Central an- 
nounces the company’s decision to quit 
disability and horizontally reduce divi- 
dends 50 per cent. 





Home State Life of Oklahoma pur- 
chases Southwestern National Life, also 
of Oklahoma City. 





John F. Masters reelected president 
of the Insurance Brokers Association 
of Massachusetts. 





William B. Joyce, chairman of the 
National Surety Company, says Na- 
tional Credit Corporation (Hoover 
Credit Plan) will give liquidity char- 
cter to hundreds of millions of dollars 








f sound resources not available for | 


se at Federal Reserve Banks or 
through channels of regular corre- 
oondent banks. 





Warren F. Goodwin, head of the well 
nown New York agency of Hall and 
tenshaw, and for 58 years an insurance 
an, dies. 
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hyphen = 


Driver—‘‘Say, how do the insurance com- 
panies get that way, raising the rates?” 











SOUNDINGS 














_————— By ROBERT WADE SHEEHAN—————) 
T was 250 years ago that Sir Thomas 
Browne, a melancholy physician famous 
for his history of sepulchres, wrote: 
“Fortune lays the plot of our adversities in 
the foundation of our felicities, blessing us 


in the first quadrate, to blast us more sharp- | 


ly in the last.” 

No fitter phrase than Sir Thomas’ could 
describe the peculiar agony of our present 
economic ills. Trying though the times be, 
the plane to which business has been leveled 
would not seem to be scaled nearly so low 
but for the fact that it had been immediately 
preceded by a visit to the uppermost peaks of 
prosperity. Thus the Lady Fortune, plan- 
ning her sardonic jest, indulged us first with 
her most lavish bounty—softening us with 
the artifices of luxury, disarming our nat- 
ural caution with the carelessness of plenty 


and lulling our sharper senses with the pal- | 


liatives of prosperity. 

Then she dropped us—and our headlong 
flight outrivalled the rout of Lucifer and his 
fallen angels, for it is recorded that it took 
them but nine days to reach the pits of Hell. 

But though we have learned that the acut- 
est misery is visited upon those who once 
knew the greatest happiness, we know, too, 
that the keenest appreciation of pleasure is 
won only through the experience of pain. 
“Sweet are the uses of adversity” and it is 
our task to find the precious jewel that is 
studded in the head of the ugly toad. 

It is a task not for weak men for it is 
their nature to repine; nor is it again for 
stoics whose placid courage arouses admira- 
tion and nothing more. It is a task for the 
fighters among men whose sterling courage 


| is bouyed by high hope. 





Tide 


(A Weekly Review of 
Business Trends) 


The President's organization on un- 
employment relief reports industrial ex- 
pansion in far Western districts with 
resultant gains in employment last 
week. 





Commerce reports state that world 
ship building has fallen to a new post- 
war level for the quarter ending Sep- 
tember 30, with Great Britain showing 
the largest loss. As compared with a 
year ago tonnage under way for the 
United States shows a gain of 48,000 
tons. 





The United States Treasury state- 
ment shows total receipts at the close 
of business, October 22, 1931 of $77,- 
221,219.76 as against $92,916,781.49. 





The monthly statement on circula- 
tion, for September, issued by the 
United States Treasury Department 
shows an increase of $194,000,000 in 
money in circulation of which $61,000, 
000 consisted of gold and gold certifi- 
cates. This showed a per capita gain 
of $1.54. 





Public offering of foreign securities 
in the American market during the 
third quarter of 1931 and during the 
first nine months as well, amounted to 
less than for either corresponding 
period in the last twelve years. This 
report is made public by the Finance 
and Investment Division of the Depart- 
ment of Commerce. 





President Hoover and Premier Pierre 
Laval of France in a joint statement is- 
sued October 25, state, “Particularly 
are we convinced of the importance of 
monetary stability as an essential fac- 
tor in the restoration of normal eco- 
nomic life in the world in which main- 
tenance of the gold standard in France 
and the United States will serve as a 
major influence.” 





The Women’s Bureau of the Depart- 
ment of Labor, October 24, states that 
there are more than six hundred thou- 
sand women workers in the United 
States organized into labor unions of 
one kind or another; of these, two hun- 
dred and fifty thousand are affiliated 
with the American Federation of Labor. 





The Army Air Corps had a fatal ac- 
cident ratio of 23 planes involving the 
loss of 26 lives or a fatality for every 
1,691,000 miles of flying on a total 
flying of 43,964,000 miles. 





The index of the Journal of 
Commerce showed an advance in 
commodity markets last week to 64.9 
from 64.8 a week ago and the year’s 
low of 64.2. Grain prices continued to 
show an advancing tendency with the 
advance in wheat most marked. 





The Pittsburgh Chamber of Com- 
merce reports that steel manufactur- 
ing is from three to ten per cent over 
the figures of the last few weeks. 








Sales 
Letters 


F you have a 

specific letter 
writing problem, 
The Spectator 
offers you the ser- 
vices of a trained 
insurance sales letter 
writer. Send us your 
problem. 


LTHOUGH it is not good practice 

A to pour new wine in old bottles, 

mighty good business to distill a 

few fresh ideas to brighten up your 

presentation of a rather ordinary in- 
surance contract. 

Take our letter this week, for exam- 
ple. Old stuff, sez you, and I suppose 
I’m going to drop in and try to sell 
Old Man Jefferson an endowment pol- 
icy on that freckleface kid of his. 

‘Nothing like it, old timer. You are 
voing to say to Dad Jefferson, “Why 
not teach John the value of thrift and 
regular saving in a man size way that 
will interest him now, interest him 
more as he grows older, and when he 
is man size and steps out on his own 
will put a couple of thousand dollars 
of cold cash to his credit? That will 


give him a start in business, or per- 

haps enable him to own his own home. 

It will give him the actual demonstra- 

tion of the value of saving at more 

mature age when he can appreciate it 
the lesson will strike home. 

“Right now, you can require him to 
return a definite proportion of his al- 
lowance to you every month and can 
show him what you put with it to pay 
the monthly premium on an endow- 
ment policy. He will be more inter- 
ested in it than in his toy bank be- 
cause he is in a real grown-up proposi- 
tion with Dad, and he will have a sub- 





This Week: 








Children’s 


Endowments 














stantial foundation in his thinking 
about insurance and saving long be- 
fore the policy matures. Then, perhaps 
you can picture his gratitude and ap- 
preciation of the lesson you have 
worked at together so many years.” 

There are other selling arguments to 
be introduced, but try this as your 
angle of approach. Figure a few com- 
binations, in advance, to fit Dad’s in- 
come and Son’s probable allowance, and 
offer them for consideration. You will 
find this approach will appeal to Dads 
perhaps more than some of the “appeal 
to reason” type. 
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A Pleasing Voice Helps the Salesman 
Sell 


Anether Chak fi > TUNTS 


By TO rHlELP DEVELOP A 


Edgar Paul Hermann an - y AN S | IN 


The Lincoln National 


Life 
| ie are seven stunts 









































that help to develop a 
pleasing voice. Of  anoge ~— r ll tric le Pa f th e£ 
course, if you are too digni- 
fied, my friend, to play 
what seems to be a set of 
childish games, go and pay 
some sizable fees to the voice 
professor if you speak and 
sputter when you talk! : iar <> _ 
TRY OUT THE LOWER eer og Foot > a ‘ 
REGISTER OF YOUR 
VOICE. See if it is not 
more pleasing as is the 
case with many men. Don’t 
you like to listen to the 
low tones of a good basso 
profundo? Experiment a 
little. 

FOOTSTEPS CAN HELP 
ENUNCIATION. Many 
men slur or swallow their 
words, lose the g’s of com- 
ings and goings, and make . om +f 
themselves hard to follow. 7 be ; ; 

All right. March about the ) S A + Ue S S Vt S © w" c 
room or down the street 

reciting the Declaration of i 
Independence or a commit- [3 ted / Ke 


ted sales talk, and pro- | 4 
- Bas 
nounce a SYLLABLE Ch rc. <. ‘A becik 


with every step. It can 
cure you of slurring per- 
fectly good words. 

ANY VOICE IS PLEASING WHICH to fill the minutes. Most men talk loud—the result would be too hor- 
CARRIES PLEASANT NEWS. too fast; this stunt can help cure you. rible. Yet a real laugh lends 
Think of twelve people you are sure PICK A PLEASING SPEAKER ON A sincerity and interest and effective- 


lower resis fer, 


~e dy Malle s 


Tvy thys w ith Your radio 
[ 





to see tomorrow. Think of twelve RADIO PROGRAM. Study his ness to many an interview. Next 
real, deserved compliments you might enunciation, his emphasis, his variety Saturday night, instead of singing 
pay them, one to each. This one of tones, and all the qualities which in the bath, try some HaHa’s! 


recipe alone is worth the price of make his program pleasant. Then CHECK AND DOUBLE CHECK. 


‘ icc} ! ‘ Na “2 ° ° ° 

admission! Good Scout! see if there is anything about his Check yourself to see if you stutter, 
PUT THE STOP WATCH ON YOUR voice that you can imitate—or about stammer, squeak, squeal, rattle, whis- 

WORDS. Hold your watch in your yours that you can better. per, drawl, to see if your voice 


hand and time yourself as you read WHAT VOICE BEATS THE VOICE “breaks” when you are excited, if 
aloud five hundred words. (Reading WITH THE SMILE IN IT? The you have a brogue, or lisp twang, 


aloud, by the way, might well be a one that can go the limit and present talk through your nose, or have im- 
separate paragraph). Then allow a pleasing stomach laugh right out pediments of any kind. Then as you 
yourself 20 per cent more time— loud. The fact is that many men correct each fault through concen- 
there is no hurry—and read evenly simply do not dare to laugh out trated attention to it, double check. 
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An Insuranee Salesman’s 








3e certain to check 
6 back on last month’s 

special drive  pros- 
pects and follow up all 
pending Business Insur- 
ance cases. Both Group 
and Business contracts re- 
quire a lot of attention, 
but the rewards are hand- 
some. 





Children’s Endowment 
2 Insurance is sug- 

gested for special em- 
phasis during the month 
of November. Increase 
your total production by 
devoting that extra ounce 
of effort to this form of 
contract. 


day afternoon of this 

month in home inter- 
views. Children’s Endow- 
ments—planned saving 
for future years—is dis- 
tinctly a family matter, 
and the mother in most 
cases will like the idea. 


7 Utilize every Satur- 


a 


RY 


A §_ <> 
So SS 


A Selling 


Suggestion 
for Each 


Working 
Day 





movie star, is the 

owner of one million 
dollars’ worth of Endow- 
ment Insurance. Use this 
fact in your newspaper 
advertising. It will gain 
attention and point an ex- 
ample. 


2 Mitzie Green, the child 





The sales promo- 
11 tion department of 

your home office 
will be able to assist you 
materially with direct 
mail literature. Such 
sales aids are especially 
valuable in selling poli- 
cies for children. 

















Use the model Sales 
4 Letter, printed else- 

where in this issue. 
Send it to as many pros- 
pects as you may be able 
to call on this month. It 
may be altered to suit 
cases with old policyhold- 
ers. 


tice Day suggests 

new leads. Most sol- 
diers and sailors carried 
$10,000 policies with the 
government during hostil- 
ities, but later dropped it. 
Try to replace it. Legion 
membership should help. 


9 Approaching Armis- 


Keep a close check 
1? on births as listed 

in the daily news. 
Birthdays offer an ideal 
opening to new sales. 
Make it your business to 
know the date of all such 
events in the families of 
your old policyholders. 


Make appointments 
14 with five policy- 

holders who have 
one or more children and 
see them in their homes 
this afternoon and even- 
ing. The preliminary ad- 
vances—direct mail mat- 
ter—should have been 
mailed earlier in the week. 








| Parents are not the 
e) only prospects for 
Children’s Endowment 
policies. Often an uncle, 
older brother or a child’s 
god-father will prefer to 
buy insurance in place of 
expensive seasonal gifts. 





You will come into 
10 contact with many 

people who are able 
to purchase paid-up En- 
dowments for their chil- 
dren. Their experience in 
business during the past 
two years will have made 
them receptive to such a 
proposition. 





December is consis- 
13 tently a _ leading 

month in life insur- 
ance production, due 
partly to the stimulus of 
the season of good will 
and partly to added year- 
end effort. Start your 
drive 15 days early this 
year. 
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Calendar for November 


For Life Insurance Agents 

















School authorities 
18 will readily appre- 

ciate the benefits of 
thrift and saving as ex- 
emplified in life insur- 
ance. Try to obtain per- 
mission to address the stu- 
dent body in your neigh- 
borhood school, explaining 
Children’s Endowment In- 
surance. 








Three more days to 
27 go—and how is the 

special contract 
measuring up? Here is a 
suggestion which is not as 
impertinent as it sounds— 
How about buying an En- 
dowment for your own 
child? Some _ insurance 
men neglect these things. 





How does your No- 
19 vember production 

to date compare 
with last year’s business? 
If behind, there is only 
one answer—more calls 
for the remaining eight 
working days of the 
month. And better planned 
work. 


for children’s En- 

dowment Insurance 
can be found in music 
classes, dancing and voice 
culture schools. Very 
often such youngsters 
look froward to _ profes- 
sional careers. Insurance 
supplies funds for ad- 
vanced training. 


y) Grade A_ prospects 


ber work ahead. 
Mail to a select list 
of prospects the Sales 
Letter appearing in the 


2 Plan your Decem- 


November 26 issue of 
THE SPECTATOR. Prepare 


advertising copy for the 
newspaper. 





Plan a newspaper 
16 advertisement for 

use this week along 
these lines: “Give your 
boy a five-year start— 
Rockefeller had to slave 
for his first thousand—A 
few cents a day will pay 
for a Blank Endowment 
policy. 


Children’s Endow- 

ment business you 
will run into bigger game 
—that is heads of fam- 
ilies who are uninsured. 
Be alert to such oppor- 
tunities and concentrate 
on Family Income or 
Whole Life protection. 


2 In prospecting for 


fields. Call on doc- 

tors and lawyers. 
Their boys are _ usually 
looking forward to the 
same professions. And 
who could better use a 
substantial endowment 
than a young graduate 
doctor or lawyer? 


2 Two more preferred 

















Devote a part of to- 
pe day’s office routine 

to a check-up on 
premium payments. Suc- 
cessful conservationists 
say that lapsation is pre- 
vented by never allowing 
the account to enter the 
grace period. Keep the 
ball on the fairway. 





Today is a day of 
2 big football games. 

Compile a list of 
alumni who have young 
children and see them 
early next week. Show 
them how an Endowment 
contract will help the 
boys through college. 





Most agents. will 
25 enjoy a day of rest 

tomorrow, but such 
as feel like making a few 
calls will find the day 
made to order for conser- 
vation work. Pick out six 
overdue premiums for at- 
tention. 





file of prospects for 

Children’s Endow- 
ments to call on during 
December. Follow up 
around Christmas time. 
Be certain that produc- 
tion records are brought 
up to date. Study last 
year’s record for Decem- 
ber. 


2 Prepare a_ special 








ete AMI ae sia llamas eta ae e lane! 
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Provident Tools No. 10 


PROVIDENT 


RETIREMENT CONTRACT 


There are many 
women—and men, too 
—who have no de- 
pendents; hence their 
need for life insurance 
is small. To fit such 
cases, Provident Mu- 
tual offers its repre- 
sentatives a low-priced 
“Retirement Life In- 
come Contract,” with 


a liberal death benefit 


provision. 


Another money-mak- 
ing tool for Provident 
Agents! 


Provident Mutual 


Life Insurance Company of Philadelphia 


‘Founded 1865 



































AMERICAN NATIONAL 
Insurance Company 


GALVESTON.TEXAS 


Mr. Agent— 


Are you interested in working under 
a direct home office contract? 


If so, clip the coupon! 


This company offers such a contract to men 
and women of character and ability. Write 
all forms, life, endowment, old age pensions, 
educational, juvenile, commercial health and 
accident and group policies. 


$43,535,337.85 Assets $6,100,953.69 Surplus 


Wilfred S. McLeod, Secretary, Board of Control B-9 
American National Insurance Co., Galveston, Texas 


Give me particulars of your agency proposition. 


DE eckcnakadeur ceed cheno kak cbabenadandabeuudaeadnaes 




















The ALEXANDER LIFE 
INSURANCE COURSE 


A SERIES of five books, thoroughly cover- 
ing the fundamentals, principles and prac- 
tice of the life insurance business and out- 
lining the most successful methods of 
salesmanship, prepared by one of the ablest 
authors and instructors of the present day, 
William Alexander. 


Wat Lire [Nsurance Is anp Wuat It Does.— 
An elementary text book telling what life insur- 
ance is and what it does in so simple a manner 
that the average layman may readily obtain a 
clear understanding of the basic principles of 
the life insurance system. Price, $1.50. 

How To SELL INsuRANCE.—A practical guide for 
the student of life insurance; every phase of 
insurance soliciting, enlarged and elucidated by 
practical examples and illustrations. Price, $2.00 
ArT OF INSURANCE SALESMANSHIP.— Designed to 
assist the student in acquiring the finished polish 
of the experienced and successful life insurance 
salesman. Price, $2.00. 

INCOVME INSURANCE FOR FAVILY PROTECTION.— 
Arguments and reasons in behalf of the protec- 
tion of widows and orphans by means of gradual 
payments of life insurance instead of lump sum 
payments. Price,. $1.50. 

One Hunprep Ways or Canvassinc.—This 
book is full of thoughts, ideas and concrete in- 
stances where others have made sales by follow- 
ing certain methods of procedure. Price, $3.50. 


COMPLETE COURSE OF FIVE BOOKS, $10.00 


Other Books by Mr. Alexander 


THE SUCCESSFUL AGENT.—A compact and com- 
prehensive treatise on salesmanship, and a clear 
explanation of the foundation principles on 
which all sound life insurance rests. Price, $2.50. 


Lire INSURANCE SimPLy EXpLarnep.—Of great 
value to those beginning their career. Price, $1.50. 
INSURANCE Fasies FoR LiFE UNDERWRITERS.— 
Terse sayings, each carrying a lesson well worth 
remembering when canvassing. Price, $1.00. 

Lire INSURANCE FABLES FOR THE MAN IN THE 


Street.—An inspirational little book with life 
insurance morals for the prospect. Price, 50c. 


The prices of the previously described nine 
books individually total $15.50. Take advantage 
of the 

SPECIAL PRICE:—ALL NINE BOOKS 

ORDERED TOGETHER $13.00 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St. New York, N. Y. 
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Combined Termination by Surrender 


and Lapse Rates 


N the year when the people of 

America felt the economic disturb- 

ance, most keenly with business 
slowed up, wages lowered and with 
industries greatly curtailing their man- 
ifacturing production, thereby increas- 
ing the number of unemployed, it is 
a significant fact that for many who 
had taken out large life insurance pol- 
icies in the days of their large earning 
capacities, the value of their life insur- 
ance protecton was so firmly impressed 
upon them that but a slight percentage 
surrendered or lapsed their policies. 
Thus for the year 1930 for the 28 older 
life insurance companies shown in the 
accompany table, the rate of termi- 
nation by surrender and lapse combined 
was 6.73 per cent. This ratio is 1.02 
per cent higher than in 1929 and 1.44 
per cent higher than in 1928. 

It is a fine tribute that the country- 
wide recognition of the value of life 
insurance caused these termination 
rates to show such a slight percentage 
of increase. Statistics for the year 
indicate that while the rank and file 
of the policyholders were, in company 
with most others, in need of ready 
money they nevertheless made every 


effort to hold on to their life insurance 
policies as their best investment and 
while a very marked increase was made 
in the loans to policyholders for 1930, 
there was no such increase in sur- 
rendered and lapsed policies. The table 
presented shows the record for twenty 
years of 28 companies as regards com- 
bined terminations by surrender and 
lapse. The lowest rate or 3.95 per cent 
resulted in 1918, while the highest of 
6.73 per cent was suffered in 1930. 

The average for the five-year period 
of 1926 to 1930 is 5.64 per cent and is 
but 0.29 per cent higher than the pre- 
ceding five-year period from 1921 to 
1925. The average for the twenty-five 
year period was 5.24 per cent. 

In summary, it would appear that 
the chief contributing factors to the 
low rate of surrender and lapse are 
the demonstrated stability of life in- 
surance companies in contrast to many 
enterprises which attracted investors in 
boom times, and the success of the life 
insurance agents in impressing upon 
the minds of policyholders, the wisdom 
of retaining their full life insurance 
holdings in the face of financial emer- 
gencies, however severe. 
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Life Agency Officers 
Open Meeting 


Training of Managers and Agents 
Main Topic of Discussion 
at First Session 


(By a Staff Writer) 


CHICAGO, ILL., Oct. 27.—That modern 
life insurance training methods should 
be carefully planned, and then estab- 
lished with a view to training the gen- 
eral agents and managers to train the 
individual agents, was the consensus of 
the discussions at the first session of 
the annual life agency conventions here. 
The meeting is a joint session of the 
association cf life agency officers and 
the life insurance sales research bu- 
reau and was held, in accordance with 
a custom of many years standing at the 
Edgewater Beach Hotel. 

This is the tenth anniversary of the 
bureau. 

A remarkably large attendance, con- 
sidering the current business condi- 
tions, was on hand, almost breaking 
the record. The convention opened 
Tuesday afternoon following sessions of 
the executive committees of the two or- 
ganizations in the morning. The meet- 
ing was divided into two sections, one 
for a conference on training problems, 
and the other a conference on branch 
office costs. 

The theme of the day was struck by 
G. Fay Davies of the research bureau 
in his talk on “Training Established 
Agents,” when he defined good training 


(Concluded on page 17) 


PER CENT TO MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND 
LAPSE FOR TWENTY-EIGHT LIFE INSURANCE COMPANIES, FROM 1911 TO 1930, 
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' | | | 

NAMES OF COMPANIES 1911)1912/ 19131914} 1915) 1916) 1917) 1918) 1919/1920) 1921/1922) 1923 | 1924) 1925 | 1926 | 1927/1928) 1929)1930 | 1911 | 1921 | 1926 | 1911 
| | | | | to to to to | to 
} | = = | 1915 | 1920 | 1925 | 1930 | 1930 
we en | | | | | | 
Ss. ish ge kin xrnigesnead Gaaien 3.92|4.72/4.69/5.21/5.44/5.05/4.58/5.01/4. 22/4.83/6. 71/6. 26/5.54/6.65|7.95/8.50/9.20,8.31/8.27| 8.67) 4.80 | 4.22 | 8.23 | 8.76 | 7.37 
Berkshire , 2.47|2.73/2.96 3.49/3.47/3.0012. 60/2. 28/2. 04 2.74/3.70)}4.58/3.36/3.69/4.44/4.56/4.80/4.68/5.08) 5.32) 3.98 | 2.54 | 3.83 | 4.91 3.79 
Connecticut General. . . . 4.18 4.27/4.41/5.12/5.41/4.61/4. 16 4.19|4.14 4.76|6.53)/4.49 6.89|7.24|8. 13/8.39|8. 18/8. 22 8.24] 9.36) 4.75 | 4.40 | 6.78 | 8.36 | 6.91 
Connecticut Mutual t 3.36/4.38/4. 64/4. 65/4. 84 4.20/3.90/3 .85|3.47/4.20/5.43/5. 12/4. 61/4.82/5.05 -97/4.91 5.01/4.88) 5.61) 4.41 | 3.92 | 5.00 | 5.10 4.70 
Equitable, New York. . . 4.22 4.50}. 20 4.79|4.93/4.30 a ae qe eH 6.69/6.92/5.80/5.83|5.43 -03|5 . 86)5 58) 5.45 6.47) 4.58 | 4.12 | 6.04 | 5.87 | 5.41 
Equitable, Des Moines 14. 86/5. 28/5. 75/6.01/5.41/5.51/5.50|5. 29|3.99/4.63/6.06/6. 76 s.a7ls.aae.eils.24l8.7 5.32/4.94) 5.30) 5.51 | 5.00 | 5.77 | 4.35 | 5.15 
Guardian, New York 4.53/4.95/5.07|/5.87/5.69/4.95/5.40/4.59|4.56/4. 82/6. 64/7.06)5.87/5.90 6.00|5.89 5.4115.04 5.19) 5.99] 5.24 | 4.86 | 6.19 | 5.58 | 5.75 
Home Life 5.91/5.65/5.59/6.09/6.34/5. 92/5. 19|5.64/4.89/5.86/7. 16/5. 79/4, 22/4. 27/4. 28/4.61/4.85/4.97/4.47) 5.57] 5.93 | 5.49 | 5.10 | 4.87 | 5.18 
John Hancock 6. 24/6.03|5.83/6. 10|6.05/5. 14/5.08/4.77/4.93/5.32/6.67|5.77|5.42 6.19}5.57|5. 60)5 86/5. 65 6.06} 7.09) 6.05 | 5.07 | 5.93 | 6.09 | 5.80 
Manhattan. 4 71/4.90/5.64/6.60 8.78|7.24|6.55|4.88/5.39/5.08/9.82/9. 45/6. 89/8.35/7.7917.41/5.78|5.96/7.36) 8.47] 6.13 | 5.65 | 7.74 | 7.07 | 6.83 
- ee 
Massachusetts Mutual .13.44/3.77|3.72)5 -86/3.99/3. 66)3.42)3 01 2.41/3.08/3.91/3.62/3.51|3.84/3.95/3.92|4.02/3.95/4.16) 4.90) 3.77 | 3.11 | 3.62 | 4.21 | 3.83 
Metropolitan. .. 1041 10,03) 10,00)9 .50/9.08)7 .03)5.85|5.75 6.29|6.77|10.50|8. 67|6.36/6.88|5.30 .71/6.35|6. 19)6.44) 8.26) 9.74 | 6.36 | 7.33 | 6.66 | 7.14 
Mutual Benefit , 2.70/2.58|2. 40/2. 62/2.62|2.32/2.01/1.88/1.49)1. 62/2. 12/2. 14/2. 00/2. 19/2. 25/2.41|2.33/2.48}2.73| 3.40) 2.63 | 1.84 | 3.31 | 2.44 | 2.32 
Mutual, New York 4.19/4.51/4 46/4.86 6-S08.268.98 4.61/3.44/4.39 6.20)5.07 4.95'5.61/4.83/4.37/4.19|3.81/3.66) 4.11) 4.58 | 3.95 | 5.25 | 4.01 | 4.44 
| | | | | | | | 

National Life, Vt 3.85/3.70|3.54): -93}4.31/3.70|3. 10/2. 78 2.31/2.76 4.02|4.38)3 05/3 .49/3.82/3. 58/4. 15)3.99/3 83 4.56) 3.87 | 2.93 | 3.86 | 4.03 | 3.72 
New England 3.12)2.85/2.92)3 .03/3.34/2.98|2.84/2.86|2.25)2.66/4.05 $.28/2.93/3.40/3.20|3. 18\3. 10/2. 76)2.86) 3.36} 3.09 | 2.69 | 3.33 | 3.05 | 2.95 
New York. . 3.95/4.19|3.74/3.99/4.09/3.81|3.62/3.78/3.69|4.04/5.40/4.93 4.55/4.78/4.70/4.83/4.92)4 71/5.02| 5.24) 3.99 | 3.80 | 4.75 | 4.95 | 4.60 
Northwestern Mutual 3.87|3.73!3.41|3.56/3.64|3.07 2.45/2.24/1.75)2.08|2.99/2.68/2.46)/2.53)2.41/2.38)2.44/2.40)2.49) 2.84) 3.64 | 2.29 | 2.61 | 2.48 | 2.66 
Pacific Mutual 4.05 3 65/40 .04/4.31/4.57|3.99)3 60/2.91 3.2915 .56)6.09/5. 13/6 10/6..11/6 03)5.77/5.19|5.12) 6.17) 4.02 | 3.60 | 6.34 | 5.66 | 5.31 

| | | | | | | | } j 
Penn Mutual.. 4.19|4.17/4.09)4.22/4.52/3.52 3.58]2.98|2.37 2.93/3.82|3.80 4.01.00. 41). 4o).68.5 4.0 5.75) 4.24 | 3.05 | 3.90 | 4.14 | 3.92 
hoenix Mutual 4.27\4.54 Re. eon ee 2.80/2.91|3.02)4.10)4.08|3.37|3.71|4. 16/4.48/4.98/4.93)4.69) 5.32) 4.92 | 3.24 | 3.92 | 4.89 | 4.39 
rovident Mutual 4.3 4.66/4.99/5.92 6.08|5.55/4.89/4.14 3.83/4.61/5.20/5.39 4.75/4.83/5.10/4.89)/5.26|5.11)5.16 5.89) 5.27 | 4.55 | 5.05 | 5.26 | 4.95 
rudenti 3.80 4.13 3.79)4.54 4.52/3.95)|3.24/3.10/3.67/3.41/4 28/3.82 3.41/4. 19/3. 68/4.31/4.76|5.49|7.21 8.41) 4.22 | 3.46 | 3.54 6.27 | 4.91 
State Mutual 3.35)3.45 3.66/3.92 1 et pe pe gee 3.10}3.60)3 we oe cis ean toes oe ae 3.63] 3.67 | 3.02 ° 3.31 | 3.24 | 3.22 

| | | | | 
ravelers 5.11/4.82/4.91 5.60/5.80/4.85 5.60/4.36 3.53)4.13 5.95/6.26/6.34/7.12 7.20|7. 86/8. 68/8 .99)9.32 9.53) 5.28 | 4.38 | 6.66 | 8.91 | 7.61 
nion Central 3.08/3.39/3.90}4. 43/5. 10 4.66/4.44/3.96|3.02 3.23/5.02|4.38)/3.64|3.72)/4.22/4.35/4.50)4.22/4.62) 5.33) 4.04 | 3.81 | 4.18 | 4.61 | 4.23 
nion Mutual 3.81.3.98|4.74/4.83/5.91/5.40/4.61/4.27|3.95|5.46|4.86/4.97|4.45 |4.38|4.37/4.17 4.04/4.26/5.91 7.74| 4.61 | 4.57 | 4.56 | 5.24 | 4.72 
nited States 5.70'5.58'6.33'8.16/10.19 9.72/8.95|8.50|7.51/6.66 9.08/9.99 mt a me 8.41|7.84|9.40 10.88 13.12) 7.15 | 8.33 | 9.56 |10.06 | 8.78 
Average (28 companies) . 5.04 5.17 5.00'5.28'5.35'5.48 4. 13/3.95'4.04 4.45|6.35|5.64 4.96/5.2414.76'5.07\5 32'5.29/5.71! 6.73| 5.14 | 4.23 | 5.35 | 5.64 | 5.24 
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S explained in a publisher’s notice 
A on the editorial page, it has be- 
come necessary for “As I Live” to oc- 
cupy new and larger quarters nearer 
the center of life insurance activities. 
So, henceforth the column will be found 
but a short stone’s throw from the 
start of the life insurance 
tion and the same plan will obtain for 
the other two columns which formerly 
appeared on page four. 


. 6 s 


confess that I make this 


| 
news sec- | 








MUST 
move with some reluctance because | 


both the “Third Party” and “Smoke” 
older, louder and funnier, I 
always felt that I could be sure of that 
casual attention which 
would naturally warrant. However, the 
is not without its compensa- 
tions. The other two columns of the 
page will be devoted to personalities 
and business facts which should prove 
a popular feature with all readers. 


being 


change 


* * * 


~ travel is becoming quite the 
thing among insurance men. Leon 
Gilbert Simon, of New York, would 
hardly recognize the interior of a Pull- 
man today and a great many other 
notables regularly save their time by 
patronizing the air lines. Theodore M. 
Riehle flew to the National Convention 
in Pittsburgh and Johnnie Francis, of 
the Field, made the round 
trip from New York by the same route. 
Robert W. Sheehan, associate editor of 
THE SPECTATOR, liked the idea so well 
that he accompanied the intrepid group 
on the return trip. “Why don’t you 
along with us?” he asked me; 
“we'll be in New York in two hours.” 
“Well,” I demurred, “I’d like to—noth- 
ing I'd like better—but I have this fare 
and a half ticket, and—” Maybe it 
was the fare and a half ticket. Maybe 
it was the memory of “Plane Crash” 
headlines. Anyway, I rode in lower 
The latest airplane convert to 
come to notice is A. F. Smith, of the 
Bankers’ Life in San Francisco. He 
flew to and from the company’s con- 
vention in Des Moines without losing 
an hour of daylight, making the trip 
both ways at night. 
» * * 

HE Brooklyn National Life is put- 

ing out novel and effective 
direct mail publicity in the form of life 
insurance cartoons carrying a_ brief 
hand-lettered message to the prospect. 
The in two-tone water colors 
and is certain to make selling easier. 


Insurance 


come 


seven. 


some 


job is 


Life Insurance 


propinquity | 








Pvadecid H. Ecker, 


president of the Metropolitan Life 
Insurance Company, will be chair- 
man of the Silver Anniversary Con- 
vention of the Association of Life 
Insurance Presidents when that body 
meets at the Astor in New York next 
month. <A highly interesting pro- 






25 — 


ANNIVERSARY 


gram and business conditions rem- 
iniscent of the chaotic period which 
saw the birth of the association in- 
sure a large attendance at the ap- 
proaching meeting. 


* * 


More than fifteen hundred 


members of the New York Life home 
office attended the twelfth annual din- 
ner and dance of the Goodfellowship 
Club at the Astor last Wednesday 
evening, Oct. 21, and heard President 
Thomas A. Buckner’s address—the 
first he has the NYLIC 


organization since becoming head of 


made to 





the company. Mr. Buckner is chair- 
man of the life insurance committee 
on unemployment relief for the 
metropolitan district and he made this 
great work the subject of his talk. 
He assured the home em- 
ployees that the New York Life will 
not in future either reduce salaries 
or dismiss help except for breach of 


office 


company rules and he urged every 
one present to make a real sacrifice 
to help less fortunate citizens of the 
city. In connection with this plea it 
was announced that at four o'clock on 
that day—the first of the drive—more 
than 25,000 pledges of contributions 
had been made by NYLIC employees, 





OLKS AND 
ACTS 


IN LIFE INSURANCE 


all of whom had agreed to give a 
minimum of one per cent of salary 


for a period of six months. 


* * 


Lite insurance executives, 
especially those concerned with in- 
vestments, will await with interest the 
outcome of the I. C. C. pool plan 
which seeks to bolster up railroad 
earnings by increasing freight rates 
on certain items and pool the differ- 
for the benefit of the weaker 
Whether these excess earnings 
now 


ence 
lines. 
seems 


are distributed, or, as 
more likely, loaned, the entire country 
will be glad to see rails on a stronger 
executives, 


footing. Rail bankers 











and economists constantly are warn- 
ing the public of their irrevocable in- 
terest in the prosperity of the rail- 
roads of the country until it is pretty 
that for the 
interests are 


understood 
least their 


generally 
present at 
mutual. 


Among the many outstanding 
achievements of Premier Laval in 
French public life there stands the 
French Social Insurance Act largely 
to his credit. This very embracive 
insurance legislation was passed dur- 
ing his term as Minister of Labor 
and while the economic stability of 
the country saved it from the severe 
tests which wrecked Social Insurance 
programs in other European coun- 


tries, it appears to be the most suc- 
vet 


cessful experiment put into 


practice. 





THE SPECTATOR 
October 29, 1931 



























ORDINARY 


RIFE INSURANCE 


INDUSTRIAL 


GROUF 





Compendium of State 
Reports Ready 


Detailed Statements of Three 
Hundred and Fifty-Two Life 
Companies Shown 


The Compendium of Official Life In- 
surance Reports containing the detailed 
statements of 352 legal reserve life in- 
surance companies, as well as 10 Cana- 
dian life insurance companies operating 
in the United States, has been issued by 
The Spectator Company. The forty- 
third annual edition of this publica- 
tion. which is issued prior to most of 
State Insurance Department re- 
is compact in form, yet it gives 
all the necessary detailed items making 
up the statements of the various life 
insurance companies as of Jan. 1, 1931. 
Officials, district managers and agents 
of life insurance companies who have 
heretofore used State Insurance De- 
partment reports for comparison of the 
detailed statements of life insurance 
companies should obtain a copy of the 
Compendium of Official Life Insurance 
Reports, 1931 edition, since it is issued 
prior to most of the State reports and 
because it contains a complete roster of 
all life insurance companies, whereas 
the State Department reports contain 
only companies licensed to do business 
in the particular State, thus necessitat- 
ing the purchase of more than one re- 
port in order to obtain complete data. 
Moreover, because of the varying meth- 
ods in the different States of treating 
‘ertain items of the annual statement, it 
is impractical to use these State reports 
or comparison. 

The main table in the Compendiura 
shows the detailed items making up the 
income, disbursements, assets, liabilities 
and policy exhibit of the various com- 
panies, so that by referring to but two 
pages the complete details of the finar- 

al condition and business transacted 

1930 are instantly available. There 
s also given the increases for the year 
1930 over 1929 for all the importart 
tems, so that the use of more than one 


the 


ports, 


hook for comparison with the year 
1929 is not necessary. The policy ex- 
hibit which is contained in the main 


able shows the ordinary business is- 
sued, terminated and in force in com- 
plete detail, separate tables being used 

show the industrial insurance and 
group insurance. The table of aggre- 


THE SPECTATOR 
October 29, 1931 


QUARTER CENTURY OF SERVICE 





Charles A. Marshall, who recently cele- 
brated his 25th anniversary with the 
Western and Southern Life 


gates which is the tabulation of each 
item shown in the main table is pre- 
sented in three sections, the first being 
the aggregates for 283 ordinary com- 
panies, the second for 69 industrial 
companies and the third for the cora- 
bined ordinary and industrial com- 
panies. The combined aggregates are 
also shown for each year from 1920 tv 
1930 and also the increase in the aggre- 
gates for each year from 1921 to 1930, 
as well as the increase over the ten- 
year period. 

In addition to the above information, 
there is also shown several important 
tables among them being the tabulated 
results of each company since its or- 
ganization, the principal items of the 

(Concluded on page 16) 





Merger Deal Abandoned 


DALLAS, TEX., Oct. 26—D. Eas- 
ley Waggoner, vice-president and 
general manager of the United 
Fidelity Life of Dallas, informed 
a representative of THE SPECTA- 
TOR today that negotiations be- 
tween the United Fidelity and the 
Alamo Life of San Antonio, 
whereby the United Fidelity was 
to take over the Alamo, had ended 
and the deal had been called off. 
An announcement was made 
through the local press some time 
ago that the companies were 
likely to be amalgamated. 











Philadelphia Agents 
Open Season 


Eighty Per Cent of Membership 
Attends First Fall Meeting 
of Association 


PHILADELPHIA, Oct. 26.—More than 
80 per cent of the full membership 
of the Philadelphia Association of Life 
Underwriters attended the opening 
meeting of the 1931-32 season, to fill 
the ballroom of the Bellevue-Stratford 
Hotel and to hear the speakers declare 
that not only had the turning point 
of the depression been reached but that 
the depression was a challenge to life 
insurance and not a catastrophe. 

It was Philadelphia Companies’ 
Night and the program was one of the 
best the local association has ever 
arranged. It was in reality a conven- 
tion in brief. 

Although Louis F. Paret, of the 
Provident Mutual, president of the as- 
sociation, presided at the start, he soon 
turned the gavel over to M. Albert Lin- 
ton, president of the Provident Mutual. 

It was Mr. Linton and John A. 
Stevenson, vice-president of the Penn 
Mutual, who struck the keynotes of the 
evening. Mr. Linton when he said that 
“forces have been at work throughout 
the world to a solution of our prob- 
lems.” And he pointed to the work 
of international leaders and the “splen- 
did work of the White House.” He 
went on to say that the turning point 
of the depression had been reached. 
Then he pointed to life insurance; 
proudly remarked that in the first nine 
months of this year it was off only 16 
per cent from the best year the busi- 
ness ever had. Asked what business 
could equal it. Said we should be proud 
of a business that could make such a 
record during a depression. That those 
in the field are to be congratulated. 

John A. Stevenson, in impassioned 
plea, for less of crying attitude, of 
being long-faced and more of a militant 
enthusiasm on life insurance; evan- 
gelistic methods a la Billy Sunday to 
make the people hit the saw dust trail. 

In his introductory remarks, Louis 
Paret said that times were never better 
for life insurance. “Conditions certain- 
ly played into our hands. The public is 
now conscious of its stability and ad- 
vantages.” 

Albert Linton started in the same 

(Concluded on page 17) 
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Supreme Court to Pass 
on Oregon Law 


Will Review Decision of Lower 
Court Which Held Foreign 
Tax Unconstitutional 
WASHINGTON, D. C., Oct. 27.—Con- 
stitutionality of the Oregon law impos- 
ing upon foreign insurance companies 
a license fee of $500 for each agent in 
excess of one in any city or town in the 
State is expected to be determined by 
the United States Supreme Court, 
which on Oct. 26 held it had “probable 
jurisdiction” in the case, appealed by 
the Attorney General after a_ state 
court had held the law unconstitutional. 
The “test” case was initiated by the 
Northwestern National Insurance Com- 
pany of Milwaukee, which demanded 
licenses for additional agents in Port- 
land, Ore., at the fee of $2 imposed for 
single agents, and refused to pay the 
$500 impost. The company secured an 
injunction against the State insurance 
commissioner, the Oregon court hold- 
ing the law unconstitutional in that it 
referred only to foreign companies and 
arbitrarily discriminated against them 
in favor of domestic companies in con- 
travention of the constitutional right 
of such foreign corporations to the 

equal protection of the laws. 


Philadelphia Meeting 

(Concluded from page 15) 
vein. “An intensely interesting time to 
Every day that passes adds 
to the prestige of life insurance.” The 
public realizing its value as protection 
and investment. “Optimistic on the 
future in general.” 


be alive. 


Following came Edwin H. Doreen, 
agency supervisor of the Fidelity Mu- 
tual. He took theme of Pittsburgh con- 
vention, Life Insurance, the Structural 
Steel for Estate Building, and builded 
his talk around it. 

Last speaker of evening was Henry 
W. Abbott, general agent at Pittsburgh 
for Massachusetts Mutual. 





Guardian Life Medical 
Director 


The board of directors of the 
Guardian Life Insurance Com- 
pany, at its annual meeting on 
Oct. 28, announced the appoint- 
ment of Dr. Maurice B. Bender 
as medical director of the com- 
pany. Dr. Bender’s appointment 
was made retroactive to Oct. 1. 
The appointee has served the 
Guardian as assistant medical 
director since January, 1925. 








Edward G. Rolwing 


Edward G. Rolwing, President of the 
North American Company of St. Louis, 
owner of the Mississippi Valley Life 
Insurance Company, and long promi- 
nent in Middle Western life insurance 
and investment circles was buried at 
Thebes, IIll., his boyhood home, on Mon- 
day, Oct. 26, 1931. 

Mr. Rolwing died from a heart at- 
tack at 2.30 a.m. on Oct. 24 following a 
few days illness from influenze. 

Funeral services were held at St. 
Francis Xavier’s Church, St. Louis, 
Mo., after which the body was taken to 
Thebes, IIl., for interment. 





Waldorf B. Welton 


A victim of an accident aboard a 
Long Island Railroad train, the body 
of Waldorf B. Welton was found on 
the tracks at Great Neck last Saturday 
morning. 

Mr. Welton was vice-president of the 
Financial Independence Founders, Inc. 
Following some years devoted to finan- 
cial advertising he entered the invest- 
ment security business in which he 
made a pronounced success. 

His cheerful personality won for him 
many friends in the insurance and fi- 
nancial field who will greatly mourn 
his loss. 











wards of his efforts. 


ganization. 





Real Salesmanship 


Life insurance selling today demands more than 
average ability. It demands skilled knowledge plus 
energetic action. It demands real salesmanship. 


In the outset, it requires careful preparation, a thor- 
ough knowledge of the business, a keen understand- 
| ing of human nature and an ability to quickly 
| analyze human needs. 

these qualities with “‘action” is the man who is hit- | 
| ting the high mark of success and reaping the re- | 
| 


This Company is greatly interested in this type of 
salesmanship. We credit a large part of our splen- 
did success and rapid growth to the constantly in- | 
creasing number of real salesmen in our field or- 


We have need for more such men. 


Operating in 40 States, the District of Columbia 
and Territory of Hawaii. Branch Offices and Gen- 
eral Agencies in practically all important centers. | 


MISSOURI STATE LIFE 
| INSURANCE COMPANY 


| HILLSMAN TAYLOR, President, ST. LOUIS 


A Good Company to Represent 





The man who combines 
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LIFE AGENCY OFFICERS 
(Concluded from page 13) 


as that program which makes the 
efforts of the agents more effective and 
asserted that it is the general agents 
and managers who should do the train- 


ing. 

This further introduced the theme 
that the companies should train the 
managers and general agents first, a 
theme which was logically developed by 
James A. Griffin of the Phoenix Mutual, 
in his address, “Getting the Training 
Program Across.” 

Mr. Davies pionted out that new men 
are needed to keep up production, be- 
cause so many of the older men are 
dropping out, and then asserted that 
there is too much unorganized effort 
among the established agents, and that 
the business has let its men shift for 
themselves. 

The top notch agent is doing a 
good job of building prestige for him- 
self and the business, but this is being 
torn down by mediocre and untrained 
men who are working uneffectively. He 
recommended that the established men 
be trained in prospecting. William H. 
Beers, of the Mutual Benefit, discussed 
his paper. 

Mr. Griffin urged executives to em- 
phasize the point that part of the man- 
ager’s compensation is for training 
men, if necessary bring out this point 
definitely in the managerial contract. 
A new contract may be needed. 

He recommended the army system to 
life insurance, a system which provides 
special courses for the commissioned 
officers under the supervision of the 
general staff, so that these officers can 
train the privates. 

The paper was discussed by Paul G. 
Hommeyer of the Union Central; Mal- 
colm L. Williams of the Provident Mu- 
tual; Nelson F. Davis, Jr., of the 
Guardian, and R. G. McDonald of the 
Canada Life, and summarized by H. 
G. Kenagy of the bureau staff, all of 
whom agreed that training managers 
is the best method to pursue. 

L. S. Morrison of the Research Bu- 
reau introduced the topic in the branch 
office costs conference. 

The executive committee of the 
agency officers approved the plan for 
life insurance participation in thrift 
week again next year and heard the 
report of John A. Stevenson of the 
Penn Mutual, committee chairman. 

The committee also approved a plan 
for minimizing twisting, but details of 
the plan were not released pending the 
report to the convention on Thursday. 
However, it was indicated that twenty- 
five companies already accepted the 
plan, and that it now will be made 
available to all life companies through- 
cout the country and Canada. Hereto- 
fore it was largely confined to com- 
panies operating in New York State. 

The bureau committee approved the 
plan of reorganizing the executive con- 
trel of the organization, which is to 
amend the constitution to provide for a 
board of directors of fifteen members 
and an executive committee of five 
members, which would be specifically 
harged with the active management of 
the organization. At present the bu- 
reau is an executive committee of 
nine members. It was pointed out that 
the new plan will permit a larger com- 
pany representation on the governing 
body, and more flexibility in holding 
meetings of the executive committee. 
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Bankers Discuss Mortgage 
Situation 


DALLAS, TEX., Oct. 27.—As THE 
SPECTATOR goes to press this 
week, the eighteenth annual con- 
vention of the Bankers Mortgage 
Association of America is meet- 
ing in Dallas. Speakers at the 
first session were unanimous in 
condemning President Hoover’s 
proposed central mortgage dis- 
count bank as undue_ govern- 
mental interference in business. 
S. F. Westbrook, vice-president of 
the Aetna Life Insurance Com- 
pany, is on the program to dis- 
cuss city and farm mortgages. 
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Compendium Ready 
(Concluded from page 15) 


annual statement of each company for 
1930 listed by States and the premium 
receipts and payments to policyholders 
since organization. 

Although this book is a complete 
compendium of various State Depart- 
ment reports, it contains but 266 pages 
and is printed and bound for pocket use 
so as to enable a life agent to easily 
carry an official State report of the 
condition of the companies in his pocket 
to use when occasion requires. It is 
bound in flexible cover and sells at $5 
per copy. 











come through every “storm”—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New York Life has 
weathered all Wars, Epidemics and Financial Crises:—The Mexican, 
Civil, Spanish-American, and World Wars;—The scourges of yellow 
fever, cholera and influenza ;—The panics and depressions of 1857, 1861, 
1865, of the 70’s, of 1884, 1893, 1896, 1903, 1907, 1914, 1920-1921 and 
1929-1931. In all these years New York Life has never failed to meet 


an obligation. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 


* 

* NEW YORK, N. Y. 

* 
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GOOD SHIPS: Only “stormy weather” really tests the safety of ships 
and financial institutions. Well-managed life insurance companies have 
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DO YOU LIVE IN NEBRASKA? 
| Helpful Opportunity 


Awaits you there with this GREAT MIDWESTERN INSTITU- il 








TION dedicated to unsurpassed service in everything pertaining to 
the business of Life Insurance. 


Policies for men, women and children 
AIDS FOR YOU: Modern plans, options and provisions 
| ———————————  Policyholders’ Savings Department 
| Unsurpassed service on claims 
Great financial strength and stability 


RADIO STATION KFBI—1050 kilocycles 
THE 


“POLICIES FARMERS & BANKERS LIFE 
bsiomtabe INSURANCE COMPANY 


PROTECT” 

















~~ 


H. K. Lindsley, President 
J. H. Stewart, Vice-Pres. F. B. Jacobshagen, Secy. 


WICHITA, KANSAS 
































November Contests Build Business Dominant in the West 
for Peoria Life Agents 


eee tgs Se berate phe lemma oe <j COMPANY in an expanding mood, 

attempted by means of with a splendid background of 

~~ a apr pimp ween achievement, and the largest guaranteed 

ilies cost company west of the Missouri 

ee ee | SOE re ee River It keeps a step ahead in extend- 

priate prize { , bicer and a special reward for ing modernized life insurance service. 

ds of 20 applicatior more during the month No light Family Income, Retirement Annuity, 

a: ted by oe pe seca econ: saad Business Protection and Juvenile Con- 

fitable effort tracts, in addition to all standard forms. 
Non-medical written. 





In November, Peoria 
This month, for the Liberal contracts and that better 


Home Office service for agents. 


Insurance in force over $265,000.000 
Admitted Assets over $43,000,000 





Next menth —ever 





California-Western States 
Peoria Life Insurance Company Life Insurance Co. 
PEORIA, ILLINOIS Home Office: Sacramento 
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Novel Rules for Convention 
Qualification 





Berkshire Life Will Consider 
Persistency and Enrollment 
of New Agents as Credits 


Harrison L. Amber, vice-president, 
the Berkshire Life Insurance Company, 
Pittsfield, Mass., has just made the an- 
nouncement of the new requirements 
for attendance at the 1932 Rhodes Club 
Convention to the field forces of the 
company. 

The 1932 qualifications for member- 
ship are to be based not only upon the 
usual requirement of $150,000 paid 
business from Sept. 15, 1931, to Sept. 
15, 1932, for a minimum of ten lives 
but also the additional requirement of 
certain standards of persistency for the 
previous year’s business. 

If an agent’s percentage of lapse is 
in excess of the normal percentage of 
the company as a whole for the pre- 
ceding year’s business, in order to 
qualify for the next Rhodes Club con- 
vention he will be required to make up 
the difference. For example, suppose 
that an agent paid for $240,000 during 
the previous year and his lapse rate 
was 5 per cent in excess of the com- 
pany’s average, it would mean that the 
agent would be required to pay for a 
minimum of $162,000, instead of the 
usual minimum of $150,000, to qualify. 
($240,000 at 5 per cent equals $12,000; 


$150,000 usual requirement — plus 
$12,000 for lapse equals $162,000). 
Another interesting feature in the 


announcement is: credits toward meet- 
ing the qualification requirements may 
be earned by agents through bringing 
new men into the business. Rule 5 
states that if an agent brings a new 








In 1931 


Be the Outstanding 
Life Insurance Man 


in Your Community 


Our Service Will Help You 


Massachusetts Mutual 
Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than Two Billion Dollars 
of Insurance in Force 
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limited production. 


an agency. Address 





Contract as good as the best, with exclusive rights. 


Confidential communication invited from those 
with clean records and with ability to handle such 


EXCLUSIVE 
care of THE SPECTATOR 


Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 




















man into the business after Sept. 15, 
1931, and that new man pays for 
$50,000 or more of business during the 
current Rhodes Club year, the agent 
will receive credit for one-half of the 
new man’s business toward the neces- 
sary qualifications for the Rhodes Club. 


State Manager in Texas 
DALLAS, TEX., Oct. 26.—A. Harry 
Nelson, formerly district manager for 
the Federal Life of Chicago with head- 
quarters at Houston, has 
State manager for the company 
transferred to Dallas. 


made 
and 


been 


National Life Leaders 


Of the ten leading agents of the 
National Life Insurance Company, 
Montpelier, Vt., for the first nine 


months of 1931, five are members of 
the E. B. Hamlin agency of Cleveland. 
Griswold Wilson of this agency leads 
the National’s entire field force for this 
period, and second on the list is Charles 
C. Gilman, known the country over as 
the Will Rogers of life insurance. Mr. 
Gilman, in constant demand as a 
speaker before the various life under- 
writers’ associations, has been on the 
national convention program for a 
number of years. 





SHOW YOUR 
WISDOM 
by becoming a 
COMMONWEALTH 
LIFE AGENT! 








It’s a Wise 
Company That 
Knows the Needs 


of Its Own 
Agents! 


THE COMMONWEALTH LIFE INSURANCE COMPANY 


stands for all those things which an agent needs most— 
cordial cooperation, dependable backing, and a personal 
interest in the success of every one of our men. 


Secure in the staunchness of our support, our agents are 
ENTHUSIASTIC — SUCCESSFUL — SATISFIED 


CommonweactH Lire Ins.Co., 
Louisvitte, Ky. 
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DAVID WARSHAWSKY 


HIS FIRST YEAR’S PAID 
VOLUME OF $1,132,230 
ESTABLISHED A NEW 
RELIANCE RECORD 


RELIANCE 








LIFE 





You don’t have to be a “veteran” to sell a large 
volume of Reliance insurance. 


Consider the achievement of David Warshawsky, 
of the Feder-Benson Agency of Reliance Life in 
Cleveland. In his first four weeks with Reliance, 
Mr. Warshawsky qualified double for the Re- 
gional Convention in Canada. Later in his first 
year, he also qualified double for the Eastern 
Division Convention in Havana. Two big con- 
ventions in his first year! 


Continuing in his fast pace, Mr. Warshawsky 
pushed his first seven months’ sales well over the 
$500,000 mark, and finished his first year by 
breaking a Company record with a paid volume 
of $1,132,230. 


Just to prove he didn’t work by fits and starts, Mr. 
Warshawsky in his first year also won a Reliance 
Gold Watch and Chain, which means 52 weeks 
of continuous production! And he finished No. 
2 among the Big Ten of the Reliance national 
sales organization for 1930! 


Reliance Life, with a record showing a similar dis- 
regard for precedent, congratulates David War- 
shawsky on his record-smashing debut. 
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LEGION OF HONOR 





‘My first year as an insurance salesman has been 
a busy and happy one. I was fortunate in many 
ways... but particularly in my choice of a Com- 
pany to represent,” Mr. Warshawsky writes. 


‘When Feder and Benson first sold me the idea 
of coming with Reliance, I could not possibly 
grasp the real significance of the emphasis they 
laid upon the cooperation the Home Office gives 
its men. I probably don’t fully appreciate it yet 
... but I know that the results I have been fortu- 
nate enough to accomplish were due in great meas- 
ure to the wonderful cooperation given by my 
associates in the Cleveland Office and by the 
Home Office on every possible occasion. 


‘In practically every situation, regardless of the 
form or type of insurance needed, Reliance was 
prepared to meet the requirements. The wide 
range of insurance contracts, from the Juvenile 
up to the Special Non-Participating, which proved 
to be mighty handy in competition for corpora- 
tion business, is so well covered by Reliance that 
I never found myself handicapped by lack of 


ammunition. 


“To me it is not at all surprising that Reliance, 
although only 28 years old, is larger than 90% 
of all American insurance companies. In my opin- 
ion, it should enjoy a percentage of at least 99. 
And my most cherished business wish is that I 
may do my full share toward putting Reliance 
where it belongs . . . at the very head of the 


procession!” 


“IT WAS FORTUNATE IN 
MANY WAYS,” SAYS 

MR. WARSHAWSKY, 
“BUT PARTICULARLY IN 
MY CHOICE OF A COM- 
PANY!” 


“RELIANCE POLICIES 
COVER EVERY LIFE 
INSURANCE NEED.” 


RELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANY 


OF PITTSBURGH 
Farmers Bank Building Pittsburgh, Pa. 


THE SPECTATOR 
October 29, 1931 








23 


New York Underwriters 
Back C. L. U. Course 





Comprehensive Lecture Course 
to Start November 11 and 
Continue Until June 


With the solid backing of the Life 
Underwriters’ Association of the City 
of New York, the School of Commerce, 
Accounts and Finance of New York 
University and the New York City 
Chapter of the Alumni Association of 
the American College of Life Under- 
writers, the special review course cov- 
ering the subjects which form the basis 
of the annual examinations for the de- 
gree of Chartered Life Underwriter is 
well on its way to a complete enroll- 
ment of students. 

The first lecture is Nov. 11, 1931, 
continuing weekly until June, a total 
of 72 full hours of instruction. The 
course review rather than 
primary preparations for which latter 
now available and 
future in an 


is one of 


facilities are 
in the 
even greater degree. 
The course will be under the direc- 
tion of James Elton Bragg, director of 
the Life Insurance Training Course at 
New York University. The staff will 
include other members of the faculty, 
all specialists in their fields and recog- 


other 


will be available 





SIXTY YEARS 


nized authorities. By special arrange- 
ment, Dr. S. S. Huebner, Professor of 
Insurance at the Wharton School of 
Finance and Commerce and Dean of 
the American College of Life Under- 
writers, will act as guest lecturer and 
will cover the foundation subject of the 
entire course, “The Economics of Life 
Insurance.” 


Metropolitan Clerk Bests Bandit 

Miss Lucille Pinkney, an employee of 
the Metropolitan Life Insurance Com- 
pany’s office in Clayton, Mo., frustrated 
a bold attempt to rob her of $2,400 in 
$2,000 in checks as she was 
enter a bank about a block 
from the office on Oct. 20. 
One man on foot attempted to snatch 
a brief case containing the money from 
the girl as his companion kept an auto- 
in readiness for a quick get- 
The girl clung to the case and 
Two 


cash and 
about to 
insurance 


mobile 
away. 


called for help. suspects were 


arrested later. 


Reliance Officials Visit Texas 

DALLAS, TEX., Oct. 26.—Officials of 
the Reliance Life Insurance Company 
of Pittsburgh, including J. N. Jamison, 
vice-president and actuary; J. H. Lay- 
ton, assistant secretary, and E. C. 
Sparver, agency director of Pittsburgh; 
Angus Allmond, superintendent of 
agencies at Los Angeles, and W. L. 
3aldwin, director of agencies for the 
western division with headquarters at 
Denver, held agency conferences at 
Dallas, Houston and San Antonio dur- 
ing a recent tour of Texas. The of- 
ficials report the outlook as promising. 





Amicable Life Convention 

DALLAS, TEX., Oct. 26.—The annual 
meeting of the Amicable Life Insurance 
agents from Texas, Louisiana, Okla- 
homa and New Mexico was held in 
Houston last week with the producers 
of $100,000 or more business attending. 
Company officials attending the confer- 
ence were President A. R. Wilson and 


agency director H. D. Mouzon. 
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SOUTHEASTERN U. S. 


As a result of our expansion program, 
unusually attractive General Agency 


openings are available for the right 
men in most of the ten SOUTH- 
EASTERN éstates 


operate. 


OF PROGRESS 
1871 I93I 


in which we now 
Unexcelled policy contracts, 
most liberal first year and long time 
renewal commissions, allowance for or- 


Statement for 1930 


ganization and office expenses. 


If you are looking for a real oppor- 


New Assurances Joe oh ae 

i ie $705,678,000 tunity, it will be to your advantage to 
> communicate with us. 
Total Assurance 


veeen $2,863,701,000 


Surplus and Con- 

tingency Reserve $36,532,000 
ai opah mee $588,733,000 
Liabilities (includ- 


ing Paid - u 
Capital Stock) ..$552,201,000 


in Force 


Assets 


SOUTHEASTERN LIFE 


INSURANCE COMPANY 


c. O.. MILFORD, 
President 1905 


GREENVILLE SO. CAROLINA 
Southeastern “U. S.” Should Remind You of Us 
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SUN LIFE 
Assurance Company 


of Canada 


Head Office: Montreal 
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Sales Research Bureau 
Production Data 





Figures for September Show 
Decrease of Only Eleven Per 
Cent; East in Favored 
Position 





HARTFORD, CONN., Oct. 26.—Sales of 
ordinary life insurance in September 
continued on the upward trend revealed 
in August sales. This is the second 
month in succession that figures for the 
month have indicated improvement over 
the average of the preceding months of 
the year. Production figures for Sep- 
tember record a loss of 11 per cent 
when compared to September sales last 
year. This is a smaller decrease than 
figures for the first eight months of 
1931 when sales were 16 per cent below 
life insurance sales for the same period 
of 1930. The improved condition in 
insurance sales is reflected all over the 
country. The mountain section during 
September maintained the same condi- 
tion as in the preceding eight months, 
while every other section showed a gain 
over the eight-month figures. 

Figures for September indicate that 
the eastern States are experiencing the 
best conditions for sales. The New 
England section was only 1 per cent 
below sales last September; the middle 
Atlantic States with a 9 per cent de- 
crease rank next. Five States showed 
gains in September and these were all 
on the Atlantic seacoast. 

The following table affords a com- 
parison of September sales to those of 
September, 1930, and also a comparison 
of the nine months of 1931 to the same 
period a year ago: 


Nine months, 
Sept., 1931, 1931, compared 
compared to to first nine 
Sept., 1930 months, 1930 
United States Total.89% 84% 
New England....... 99 94 
Middle Atlantic..... 91 87 
East North Central.89 84 
West North Central. 83 82 
South Atlantic...... 88 85 
East South Central.88 76 
West South Central.84 78 
aS 80 80 
oo. eee 3 78 


These figures are compiled by the 
Life Insurance Sales Research Bureau 
at Hartford, Conn. 


Death Claim Settled in Six Hours 


The Continental Life Insurance Com- 
pany of St. Louis, Mo., made an un- 
usually quick settlement of a death 
claim recently. J. R. Greathouse, audi- 
tor of the Melbourne Hotel, St. Louis, 
died at 3 a. m. and at 10:30 a. m., the 
same day, the company handed his 
beneficiary a check for $2,500. Great- 
house was insured under a group policy 
carried by the hotel management on its 
employees. 
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There Is Nothing So Morbid as 
Artificial “Good Cheer” 


(Concluded from page 5) 


Guard it against lapse with all 
the care you would exercise on 
your more pretentious business. 

Some months ago, an execu- 
tive in a large advertising 
agency, writing under the pen 
name of Aesop Glim, contributed 
an interesting article to THE 
SPECTATOR, in which he took to 
task a certain insurance sales- 
man who, he felt, had attempted 
to be tricky in his approach. 
And, speaking from the view- 
point of a layman, he resented 
it. By way of illustrating his 
point the writer related the case 
of a salesman who called on a 
prospect and, introducing him- 
self, remarked: “I just hap- 
pened to be driving by and—” 
etc. The prospect very curtly 
dismissed the salesman. No hits, 
no runs, no errors. He reported 
his failure to do business and 
crossed the grouchy prospect off 
his list but a couple of weeks 
later a “cub” salesman in the or- 
ganization decided to have a try 
at the account. He called, pre- 


sented his case, got the order. 
His curiosity aroused, the vet- 
eran who had failed made it his 
business to inquire of the new 
customer, sometime later, just 
how he happened to do business 
with the other fellow after turn- 
ing him down. “Well,” said the 
customer, “‘you said you just hap- 
pened to be driving by, and I am 
a pretty busy man. Too busy to 
talk to casual callers. On the 
other hand, this young man who 
sold me made an appointment 
and gave me to understand after 
calling that he had devoted con- 
siderable thought to my problems. 
The result was as you know.” 
So, it seems to me that in the 
majority of cases it is better to 
present the sales talk in a frank, 
dignified manner and keep the 
talk away from anything that 
might smack of trickery. A 
great many agents go the limit 
in these matters and do big busi- 
ness, but I have a feeling that 
they get by in spite of their meth- 
ods rather than with their aid. 











THE MANHATTAN LIFE 
INSURANCE COMPANY 


654. Madison Avenue at 60th Street 


NEW YORK CITY 


Founded 1850 


THOMAS E. LOVEJOY—President 





Over Eighty-one Years 


of Continuous Service 
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LOYALTY GROUP 
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TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself; Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity, reads the record and inexorably records the verdict. 

The Verdict is. always has been, and always will be that True Optimism is justified and its results proven; 
that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed, and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.; History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.: History records that the world progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.: and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen’’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied. but such misfortunes. however 
hard for the incividuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity: make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY. Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


~~ NEAL BASSETT, Chairman of Board 
HENRY M GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


~~NEAL BASSETT, President 
JOHN KAY. Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 




















NEAL BASSETT, Chairman of Board 
W E WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


NEAL BASSETT, Vice-President 





SERENA SAN, President 4. iy, HASSINGER, Vice-President | WELLS T. BASSETT, Vice-President | ARCHIBALD KEMP, 2d Vice-President 
THE CAPITAL FIRE INSURANCE COMPANY 
CHARLES L. JACKMAN, President — NEAL BASSETT, Vice-President 





UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H YUNKER. President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT. Chairman of Board 


) SCOFIELD ROWE. President H. S. LANDERS. Vice-Pres. Se Gon’ Comment S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R HUNT. Vice-Pres S K. McCLURE, Vice-Pres HN KAY, Vice-Pres. A. H HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT, » Chairman’ of Board 
w 





C W FEIGENSPAN. President H. S. LANDERS, Vice-Pres ¢ Gen’! Counsel VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
JOHN KAY. Vice-President H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT | EASTERN DEPARTMENT | PACIFIC DEPARTMENT 
844 Rusb Street, Chicago, Ill. 10 Park Place | Ss F : Calif. : 

H. A. CLARK, Manager Newark, New Jersey | - eae a a 

Ase't Managers | CANADIAN DEPARTMENT W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada | Asst Managers 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. 2. CATCHEL 
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Annual Meeting of 
Ins. Institute 


C. R. Pitcher Elected President 
and William BroSmith, Vice- 
President at Banquet 
The twenty-third annual conference 
of the Insurance Institute of America, 
Inc., was held Tuesday in the executive 
committee room of the National Board 
of Fire Underwriters, New York City, 
President Hanry Moir in his address 
reviewed briefly the events and eco- 
nomic conditions following the War and 
stressed the fact that not only was 
over production one of the several 
causes of the collapse in prices of com- 
modities but also that the production 
of gold had been insufficient so that it 
became less and less in its relation to 
the demand. He said that while we are 
familiar with the fight against the re- 
duction in wages yet this is one of the 
factors that must be adjusted before 
we commence on gur ultimate road to 

recovery. 

Secretary E. R. Hardy’s annual re- 
port showed the total membership of 
the Institute to be 922. The number 
of registrations for examinations for 
the year was 1538, divided among the 
casualty, fire, life, marine and casualty 
surety lines of insurance. 

One hundred and sixty-six persons 
qualified for the final certificates dur- 
ing the year as compared with 112 in 
1930 and 71 in 1929. Last year was 
the first year of the correspondence 
course and the results, he points out, 
had been very satisfactory. 

The annual dinner was held last eve- 
ning at the Waldorf-Astoria Hotel, 
President Moir presiding. Speakers were 
Edward Jones Kilduff, assistant dean, 
New York University; James D. Craig, 
actuary, Metropolitan Life Insurance 
Company; Laurence E. Falls, vice- 
president, American Insurance Com- 
pany; Clayton G. Hale, of the Hale & 
Hale Company, Cleveland, and C. R. 
Pitcher, retired manager of the Royal 
Insurance Company. 

Mr. Pitcher was elected president of 
the Institute for the ensuing year and 
William BroSmith, vice-president and 
general counsel of the Travelers, vice- 
Edward R. Hardy was re- 
Governors 


president. 
elected secretary-treasurer. 
to serve three years were elected as 
follows: Sheldon Catlin, vice-presi- 
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American Colony and Germanic 
to Merge 


The directors of the Germanic 
Fire Insurance Company, New 
York, and of the American Colony 
Insurance Company, New York, 
have called a special meeting of 
the stockholders of the two com- 
panies for Nov. 25 to vote on the 
recommendations of the respec- 
tive that the two com- 
panies be merged to form a com- 
pany to be known as the Ameri- 
can Colony Insurance Company, 
with a capital of $750,000, 
vided into 75,000 shares with a 
par value of $10 each. The pro- 
posal is that the assets of both 
companies in excess of their legal 
liabilities and capital be put into 
the surplus of the combined com- 
pany. 

The American Colony Insurance 
Company began business in New 
York State in 1890, operating un- 
der a Lloyd charter. The com- 
pany was incorporated in June, 
1826, and in 1928 its present name 
was adopted and the capital was 
increased to $500,000. 

The Germanic Fire Insurance 
Company was organized late in 
1926, and in 1928 its present name 
1928. It began business the fol- 
lowing year with a capital of 
$1,000,000. 


boards 


di- 











Insurance Company of North 
America; William J. Graham, vice- 
president; Equitable Life Assurance 
Society; George D. Markham, insurance 
agent, St. Louis; Charles R. Page, vice- 
president, Fireman’s Fund Insurance 
Company; John S. Turn, vice-president, 
Aetna Life Insurance Company and 
affiliated companies; Frederick Rich- 
ardson, United States manager, Gen- 
eral Accident F. & L. Assurance Corpo- 
ration; Robert J. Sullivan, vice-presi- 
dent, Travelers Insurance Company. 
Prizes of $25 each were awarded to 
the following students who had ob- 
tained the highest marks on the exami- 
nations in the five branches of insur- 
ance as follows: Casualty, William C. 
Marrin, Freeport, N. Y.; fire, Kenneth 
C. Lilja, Chicago; Life, Robert Martin, 
Flushing, N. Y.; Marine, Herbert A. 
Taylor, New York; Surety, George P. 
Finster, Rockville Center, N. Y. 


dent, 


Chicago Auto Thefts 
Cause Alarm 


Mayor Cermak Says Companies 
Plan to Take Drastic Steps 
to Protect Themselves 


CHICAGO, Oct. 26.—That the insur- 
and companies are planning drastic 
steps to curb the wave of automobile 
thefts that has engulfed Chicago this 
year was revealed on Monday by 
Mayor Antone Cermak. The mayor 
told newspaper men that the insurance 
companies are planning to restrict 
their liability in theft cases and dam- 
ages due to theft where automobiles 
are permitted to remain parked on the 
streets throughout the night. 

Mr. Cermak declared that the com- 
panies plan to write into all automobile 
theft policies a clause restricting their 
liability to 75 per cent of the insured 
value in such cases. 

Confirmation of this statement, how- 
ever, was not obtainable from the in- 
surance companies, though it was re- 
vealed that the fire insurance com- 
panies, through the National Automo- 
bile Underwriters Association, have 
had such a plan under consideration. 
It was indicated that this proposal 
might come up for action at the meet- 
ing of the association’s board of di- 
rectors in New York, Nov. 11. 

Adoption of such a ruling would 
serve to force a large number of the 
automobiles into the garages of Chi- 
cago. It was revealed in the mayor’s 
office that the insurance companies 
have been urging the police department 
to make a drive against overnight 
street parkers, but that there has been 
a delay in starting the drive in the 
hope that a racket in the garage busi- 
ness in Cook county could first be 
broken up. Several instances of van- 
dalism have been reported and have 
been charged to garage owners who 
seek thus to intimidate the owners to 
use garage facilities. 

It was indicated that the fire insur- 
ance companies have no intention of 
helping the garage owners per se, but 
they point out that their theft experi- 
ence in Chicago has been most disas- 
trous this year. This is borne out by 


the report of the police department 
that more than 20,000 automobiles 
have been’ reported stolen since 
January 1. 
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No Depression for This Man 


He selis something that 
everybody needs—the protec- 
tion afforded by United Life 

liciles which contain ALL 

N ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN:- 
TAL DEATH. 


NON - CANCBLLABLB, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 
AND MONTHLY INCOME 
FOR TOTAL AND PERMA- 
NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary life, limited — 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHBECK. 

His advice to ambitious 
agents is this: Get in touch 
immediately with 


United Life and Accident Insurance 
Company 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 




















for progressive agents... 





Life 
Underwriting 
Efficiency 


by Walter Cluf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10: 
25 copies, $20. 


The Spirit 
of Life 


Underwriting 
by Walter Claf 


In thfs book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10: 
25 copies, $20. 








Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 
By 


C. H. HARBAUGH, M.D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition 
has been recognized as the standard publication of its kind 
for twenty years, and is the only book giving in condensed 
and convenient form just the information required by 
adjusters of 


ACCIDENT AND HEALTH CLAIMS 
Among the new articles in this edition are those upon 


IVY POISONING HERNIA 

CARBON MONOXIDE SEMILUNAR CARTILAGES 
POISONING SLEEPING SICKNESS 

WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 

SUNBURN ORCHITIS 

GOITRE HEMORRHOIDS 

CANCER OF THE VINCENT’S ANGINA 


STOMACH 


In addition to the new articles, all the valuable features 
of this excellent work are retained. Other new sections 
added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases on 


PROGNOSIS and TOTAL DISABILITY IRRESPEC 
TIVE OF HOUSE CONFINEMENT 


o 
About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 
For convenience, The Adjuster’s Manual is divided into 
three sections, as follows: 
SECTION I—ACCIDENTS 
INFORMATION 


PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HOUSE CONFINEMENT 
TOTAL DISABILITY _IRRE- 
SPECTIVE OF HOUSE CON- 
FINEMENT 


PROMINENT SIGNS AND 
SYMPTOMS 


TOTAL DISABILITY 
PARTIAL DISABILITY 
PROGNOSIS 
ADJUSTMENT 
EFFECTS 


SECTION II—DISEASES 
NAMES 
INFORMATION 


PARTIAL DISABILITY 
PROGNOSIS 
ADJUSTMENT 
EFFECTS 





SECTION Ill 


This section takes up the different mineral and vegetable 
poisons that are taken intentionally or by mistake, giving a 
brief description of each drug, and considering the prominent 
signs and symptoms following the swallowing of different 
poisons, the length of time house confinement exists, the dura- 
tion of total disability and partial disability, with advice on 
adjustment, and effects on the insurability of the individual 
after recovery is complete. 


The Adjuster’s Manual is invaluable to those settling 
Accident and Health Claims 


C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and Price $1.00 
answers to the June, 1931, C. L. U. $ 
Degree examination. 12 coptes, $1v. 


Price, In Flexible Binding, $6.00 


Liberal discount on wholesale quantities 
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S I attempted to adjust the Elijahan 
f pen mantle that appears sud- 
denly to have fallen upon my shoul- 
ders, I read the valediction of R. W. S. 
in THE Spectator of last week in 
which he explained that father, mother, 
children, friends, law, religion, and, 
perhaps, even the President of the 
United States were not sacred to any 
person who writes a column. Like the 
guests who laughed so heartily when 
their young friend—his twelve lessons 
in music still his secret—sat down to 
the piano, I also laughed. But the 
guests were awed to a breathless 
lence as he played a brilliant composi- 


si- 


tion in a fashion that would have made | 


Paderewski faint with envy. So was 
my good natured mirth frozen on my 
lips at what I had considered such 
pleasant and whimsical words when I 
came to the final paragraph to discover 
how he had sunk his venomous dagger 
into my very vitals. 
+ * 

AVING done that, he ended with 
H “I’m going straight.” He may 
“oo straight to ” so far as I am 
concerned, to leave off one short word 
from a well known remark frequently, 
as the Victorian phrase had it, passed 
between gentlemen. He can _ walk 
blithely about, freed of the agony of 
grinding out ten inches of “Smoke” 
each Wednesday morning, but I go 
on and on and on for countless cen- 
turies to come. With those evil words 
about my using a few plain facts in 
connection with moving, he cuts to the 
very roots that plant from which I 
had planned to pluck the flowers for 
the decoration of this column for weeks 
and weeks ahead. 

* 


* 


* * 


OW can I now with any 

respect recount the tale of the 
great iron door and the barred win- 
dows? How can I, in print, pretend 
there were humorous happenings in 
connection with the installation of a 
new bath tub and shower which has 
made the new apartment even more of 
a place of absolute chaos than it 
was those first unhappy days begin- 
ning with October 1, 1931? But if 
for one minute he thinks that even by 
such diabolical methods he will force 


me to say something about fire in- 
surance in this column, he is mis- 
taken. Four years and not one word 


about it! ! Old saws to the contrary, 
there are some things that it is too 
late to begin. 
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State Inspector and 
Ikxaminer R. :, Keown of Kentucky 
filed with 
Sampson in which he asserts that the 
fire protection pay roll of the State 
department of 
rates is growing so rapidly and ex- 
panding so fast that it is creating a 
deficit in the department. 
that the payrolls include the names 
of State officials, such as Gates IF. 
senator, 


> 
X. 


has a report Governor 


fire prevention and 


He says 


Young, Owensboro, state 
$200 a month; Eugene 
Democratic nominee for commission- 
er of agriculture, $250 a month, and 
the number of others expanding the 
payroll from 28 employees in June, 
1930, to 34 employees September, 
1931. He states that four inspectors 
are employed to enforce the fire pre- 
vention laws and 29 are doing rou- 
tine office work. The 34th is a jani- 
tor. The department derives its rev- 
enue from a tax of one-half of one 
per cent of gross revenues collected 
in Kentucky. The fire insurance pol- 
icyholders, under an order of the Ied- 


Flowers, 





eral court, received $592,605.60 in re- 
funded premiums representing excess 
charges. More than 600,000 drafts 


| for various sums ranging from one 
| cent to $40 have been distributed in 


the last two years. 


* * * 


[, these days 


| any news from China which does not 


have to do with battles, floods and 
pestilence seems unique and even 
more so if it falls under the head of 
good news. Reports from Shanghai 


| say that at least so far as claims are 


concerned, the month of August has 


MAT TERS 


IN FIRE 


INSURANCE 


heen unusually favorable for the fire 
insurance companies. During that 
month only thirteen fires are noted in 
the report of Nielson & Malcolm, a 
leading firm of adjustors in Shanghai. 
Six of the fires occurred in the In- 





ternational Settlement, three in the 
French concession and two each in 
Chapei and Nantao. In seven the in- 
surance companies may be called lucky 
since no insurance was carried on the 
property burned. Things were not so 
good, however, in Manchuria, which, 
in addition to other troubles that have 
attracted the attention of the world, 
saw the destruction of the leather fac- 
tory of San Ho Shin, reported to be 
China’s biggest industrial syndicate, 
causing a loss estimated at $2,000,000, 
of which only $950,000 was covered 
by insurance. 


* * * 


The term of Harry B. Hawes, 


U.S. Senator from Missouri, expires 
in 1933 and primary elections will be 
held next August. Charles M. How- 
el, a well known insurance man of 
Kansas City, has announced his can- 
didacy for the Democratic nomina- 
tion. At the present time he is chair- 
man of the Missouri Democratic State 
Committee and has the backing of 
Thomas J. Pendergast, head of the 
Democratic organization in Jackson 
County. Mr. Howell is also a lawyer 
and has specialized in insurance, 
banking and corporation law. He is 
general counsel for a large number 
of insurance companies and is spe- 
cial counsel for several others. Both 
the Missouri Senators at the present 
time are Democrats. 


Fire Insurance 














Silver Jubilee of Illinois 
Blue Goose 


Celebrated Monday at Chicago 
with Many Prominent Speakers 
on the Program 


CuicaGo, Oct. 26.—With appropriate 
ceremony the members of the Illinois 
pond of the Blue Goose flapped their 
wings lustily on Monday night in cele- 
bration of the pond’s silver jubilee. 

More than one hundred members and 
visiting ganders gathered in the “rice 
fields” of the LaSalle Hotel for the 
feeding and the speaking, of which 
there was much. The speakers in- 
cluded Charles M. Cartwright of the 
National Underwriter, who facetiously 
reminded the ganders of bygone days, 
and William B. Calhoun, president of 
the National Association of Insurance 
Agents, who struck the serious note of 
the occasion by frankly discussing 
some of the mutual problems of the 
fire insurance field men and the local 
agents. 

John F. Stafford of the Sun was the 
toastmaster. He was introduced by 
John T. Harding, most loyal gander. 
L. H. Bridges of Omaha, grand guar- 
dian, represented the Grand Nest of 
the order, while the official ranks of 
the fire insurance companies were gen- 
erously represented by many of the 
leading western executives, all of whom 
had joined the order back in the days 
when they studied time tables and 
roamed the West as special agents. 

Mr. Stafford urged the cooperation 
of the field men in bringing the eligible 
local agents into their trade 
tions, the State and National associa- 
tions of agents. “I have 
often wondered if the State and special 
agents in their travels could not do a 
bit of constructive work if they spent 
in educating the 


associa- 


insurance 


more of their time 
local agent to realize that he owes to 
the the best 
thought possible for the protection of 


business of insurance 


the insuring public,” he said. “Also 
the field men should persuade the local 
agents to become interested in their 
trade association. I believe that you 
will agree when I say that the or- 
ganized agents of any State are the 
best representatives from a company 


standpoint. You might ask why you 
should spent your time to help increase 
yur My 
that today with the close tie-up be- 
tween companies and organized agents, 
our interrelated that 
we cannot afford to be selfish or un- 
willing to do everything possible to 
raise the standard of representation.” 


membership. contention is 


interest are so 
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LICENSING LAW EXPLAINED TO 
TEXAS AGENTS 


DALLAS, TEX., Oct. 26.—The Texas 
agents’ licensing law was explained to 
the fire and casualty agents at a series 
of regional meetings held in Dallas, 
Paris, Wichita Falls, Amarillo and Lub- 
bock during the past few days. Presi- 
dent A. D. Lanham of the Texas As- 
sociation of Insurance Agents and D. 
G. Foreman, secretary of the organ- 
ization, arranged for the meetings 
which were held in connection with the 
local exchanges at those places. 

A representative of the State depart- 
ment of insurance explained the new 
law and urged the agents to assist in 
enforcing it. The main provisions of 
the law seek to eliminate the part-time 
agents and the “overinsurance” evil. 
The State department of insurance at 
these meetings said it expects to en- 
force the measure rigidly. 

At these meetings it was announced 
the State association would back a 
measure at the next session of the 
legislature providing for the licensing 
of automobile drivers and for the pro- 
hibition of any person driving an auto- 
mobile in Texas after such persons have 
figured in a collision which could have 
been avoided, or after it is found such 
persons are unable to pay damages in- 
curred by collisions. 


Making Farms Pay 

“Making Farms Pay” is the title of 
an unusual book written by Cornelius 
J. Classen and published by the Mac- 
millan Company, of New York. Mr. 
Classen has successfully managed a 
thousand tenant farms with profit to 
their owners. His description of mod- 
ern business methods of farm manage- 
ment and many details from his wide 


experience make interesting reading. 
The book is profusely illustrated. The 
publishers correctly say that it will 


be of particular interest to banks and 
insurance companies that have capital 


invested in farm lands. 


R. S. Tucker Heads Illinois Fire 
Prevention Association 
Tucker, state agent for the 
Fore fleet, has been elected 
of the Illinois State Fire 
Association, succeeding 
state agent of the 
American Alliance and the Massa- 
chusetts Fire and Marine Insurance 
Company. A. T. Ahlin, special agent 
of the Norwich Union, was elected 
vice-president, succeeding Edward E. 
Enck. C. G. Wonn, special agent of 
the Northern Assurance, was re- 
elected secretary and treasurer. 


R. S. 
American 
president 
Prevention 
D. M. Lyman, 








Increased Fire Rates in 
Kentucky 


New Schedule Applies on Prop- 
erties Where No Specific Rates 
Have Been Published 


LOUISVILLE, Ky., Oct. 26.—As a part 
of the program to correct unsatisfac- 
tory underwriting conditions in Ken- 
tucky, especially in unprotected, or 
tenth-class business properties, the fire 
insurance companies through the Ken- 
tucky Actuarial Bureau, Louisville, 
have sent to all agents of the State 
new abstract of schedules for rates of 
fire insurance, to apply on properties 
where no specific rates have been pub- 
lished, and not to be used where specific 
rates are available. The new abstract 
replaces all previous abstracts of sched- 
ules and became effective as of Oct. 
19, 1931. 

It has been intimated that the new 
rates will figure to average about 8 
per cent more than previous rates, 
but contended that even the increase 
does not bring many of the unwanted 
classes of risks up to a point where 
they will be profitable, or sufficient to 
reduce actual loss ratio to even a rea- 
sonable figure. 

The new rates effect no residences 
or farm properties, but do affect mer- 
cantiles of all types, business proper- 
ties and contents, including garages 
and repair shops, service stations, 
blacksmith shops, inland river or lake 
boats, bridges, including piers; broom 
corn warehouses, builders or carpen- 
ters risks, chicken hatcheries, churches. 
club houses (golf, fishing, hunting, 
etc,), coal mine properties, coal and 
wood yards, corn in cribs (not farm 
property), creameries, cheese plants, 
milk depots and skimming 
dance halls, dredging and ditching ma- 
chinery, fair grounds and baseball 
parks, feed mills, general merchandise 
of every 


stations, 


stores and country stores 
variety, including pool and soft drink 
stands, restaurants, etc., greenhouses, 
lodge and town halls, hay warehouses, 
hotels, ice houses, contractors heavy 
machinery, lumber yards, refreshment 
stands, schools, seasonal dwellings, 
slaughter houses, stables, stone crush- 
ers, sand and gravel plants, tobacco 
barns, warehouses, stemming plants, 
rehandling houses, etc. 


The Northwestern Fire & Marine 
Insurance Co., of Minneapolis, one of 
the Hartford Fire Insurance Co. group, 
has announced the appointment of Cre- 
hore & Richardson, of New York, as its 
metropolitan fire agents. 
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Spirit of Optimism Seen 
in the West 





Vice-President Gantert, of Fidel- 
ity and Guaranty Fire, Pleased 
with Outlook 


BALTIMORE, Oct. 27.—Frank A. Gan- 
tert, vice-president and general man- 
ager of the Fidelity and Guaranty Fire 
Corporation, has just returned from a 
trip to the Pacific Coast and is very 
optimistic as to the outlook for business 
in general and the insurance business 
in particular. 

Mr. Gantert said he was greatly im- 
pressed with the spirit of optimism 
and confidence which he found through- 
out the Middle West and Coast, and 
continued : 

“The depression through which we 
are passing, and let us hope it will 
be safe to say, ‘through which we have 
passed,’ is but one of a cycle of similar 
periods, but having come safely 
through in the past, there is no reason 
for pessimism as to recovery. The 
present conditions are due, as all 
know,” continued Mr. Gantert, “to the 
machine age and resulting overproduc- 
tion, also increased by the urge of 
necessity during the war period, so 
that we are now going through a level- 
ing out process. One result has been 
to make things cheaper, thus creating 
a buyers’ market. 

“I was much pleased with the out- 
look of insurance and general business. 
Reports made by G. A. Inman, general 
manager of our company for the Pacific 
Coast, at San Francisco, indicate im- 
provement all along the line. There 
seems to be a better feeling, a better 
outlook, and this applies not only to 
San Francisco, but Portland, Seattle, 
Los Angeles, and in fact, to most of 
the cities visited. 

“The business of the Fidelity and 
Guaranty Fire Corporation generally 
continues to show improvement, as our 
receipts are materially ahead of the 
same period of last year. What we 
need at the present stage is to promote 
more scientific selection, intelligent 
salesmanship, and in general, better 
methods of business. These principles 
are already being applied at many 
quarters by progressive and intelligent 
business men, and a more general! ap- 
plication is to be hoped for. This 
applies to the insurance business par- 
ticularly. The sound principles of 
underwriting and administration need 
to be applied to our business and intelli- 
gent salesmanship must be used. 

“With the exercise of scientific and 
sane, progressive and intelligent prin- 
ciples of business to the transactions 
in that field, there will come a sure 
and certain recovery from the de- 
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Pacific Coast Department Being 
Broken Up 











SAN FRancisco, Oct. 26.—The old 
established Pacific Coast department 
of the Connecticut, Westchester and 
Virginia Fire & Marine is being broken 
up and as of Jan. 1 the Connecticut will 
be merged with the Phoenix of Hart- 
ford and Great American Group office 
under the management of Clifford 
Conly. H. L. Simpson, Pacific Coast 
manager of the Connecticut for several 
years, is to be associate manager for 
the consolidated office. The Westchester 
is to be transferred to the office of the 
other Crum & Forster companies under 
the management of Ward S. Jackson 
while no announcement has yet been 
made as to the Virginia Fire & Marine. 
Ralph P. Thornton, agency superin- 
tendent for the Connecticut and other 
companies under Manager Simpson, 
will also join the consolidated office 
while Harry Benner and Jay C. 
Wickler, assistant manager of the 
Phoenix of Hartford office, continue in 
the same positions. 





New Hampshire Agents Hold 
Annual Meeting 


MANCHESTER, N. H., Oct. 28.—The 
New Hampshire Association of Insur- 
ance Agents is holding its annual meet- 
ing and banquet here today with a golf 
tournament in the morning, business 
session in the afternoon and banquet 
in the evening. 

The annual business meeting opened 
at 2.30 o’clock in the afternoon at the 
Hotel Carpenter, with President Archie 
B. Gile, of Hanover, N. H., presiding. 
Charles W. Varney, of Rochester, 
N. H., national councillor from New 
Hampshire, reported on the recent Na- 
tional Association convention at Los 
Angeles. 

W. W. Jump, claim manager of the 
Century Indemnity Ins. Co., was the 
principal speaker of the afternoon. 
The annual banquet was held at the 
Hotel Carpenter. Insurance Commis- 
sioner John E. Sullivan, of New Hamp- 
shire, delivered an insurance message, 
after which R. R. Larmon, of Dart- 
mouth College, Hanover, N. H., who 
spent last summer in Russia, talked on 
“Personal Observations in Russia.” 





Quits Business 
The State Fire & Marine Insurance 
Co. of Peoria, Ill., has ceased business 
and its affairs, at its request, have been 
turned over to the attorney general of 
Illinois to be closed up. 








pressed conditions through which we 
have passed.” 











Enormous Index of a Year’s 
Daily Events 


The United States Daily has issued 
its Annual Index to Volume V covering 
the activities of the Federal and State 
Governments for the period from 
March 4, 1930, to March 3, 1931. This 
book contains 610 pages of a type size 
of 15 by 9% inches and is so well ar- 
ranged as to render easily accessible 
the thousands of articles and other 
data which have appeared in the United 
States Daily during the period men- 
tioned. The volume contains reference 
to every important insurance matter be- 
fore the executive, legislative and ju- 
dicial branches of the forty-eight State 
governments and the Federal govern- 
ment for the twelve months. It is 
stated that 85 per cent of the news in 
the United States Daily appears in no 
other newspaper but is original fact 
information, obtained through various 
governmental authorities and covers the 
social, technical, cultural and fiscal do- 
ings of Federal and State governments. 
A very useful feature of this volume is 
that the extreme brevity of the conven- 
tional index is missing but enough in- 
formation has been retained in each 
entry, in the matter of dates and iden- 
tity, to make it possible to use the 
Index-Digest not only as an indicator 
of the contents of the United States 
Daily, but as an indispensable refer- 
ence tool to American public and social 
progress. Each reference is a short 
summary of the event indexed; and, to 
a large extent, the Index-Digest may be 
used without reference to the bound 
files of the United States Daily to se- 
cure the information desired in abbre- 
viated but concise form. 

A new feature this year in the Index- 
Digest is a directory of every associ- 
ation and corporation referred to in the 
United States Daily for the year 1930- 
31. Of this Index-Digest it is well said 
that, “Here, set out comprehensively 
and simply is the raw material of his- 
tory.” It is said of the Annual Index- 
Digest that it is the most comprehen- 
sive single record of State documents 
and State legislation to be found in 
published form. 

This very useful reference work is 
gotten out by the United States Daily, 
Washington, and it sells for $15 per 
copy. 





SPECIAL AGENT IN NEW JERSEY 


The Liverpool & London & Globe 
Insurance Company Limited announces 
the appointment of Walter L. Fred- 
ericks as special agent in New Jersey 
to succeed the late Lewis M. Kenney. 
Mr. Fredericks has traveled the New 
Jersey field for several years and is 
well known in insurance circles. 
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CASUALTY & SURETY 
EXCESS COVERS 
REINSURANCE 








THE 


EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 





Executive Offices 
84 WILLIAM STREET 
NEW YORK CITY 
NEW YORK 


Telephone: BEekman 3-0890 


Second Edition 
NEW — REVISED — ENLARGED 


THE 
INDUSTRIAL CLAIM 


ADJUSTER 


For All Accident and Health Insurance Agents, 
Adjusters and Field Men 


By C. H. HARBAUGH, M.D. 


Prequenty an agent is called upon to adjust claims, 
and if he is in possession of this book he can tell ap- 
proximately how a the disability, for which claim is 
made, should last, thus assisting prompt settlement. 
Constant use of this book by the industrial accident 
and health insurance solicitor will result in fewer post- 
ponements and rejections of applications as well as less 
dissatisfaction on the part of the claimants. 


Vocabulary of Medical Words 


An additional feature of the new revised and enlarged 
edition of The industrial Claim Adjuster is a Complete 
Vocabulary of Medical Words with definitions. This sec- 
tion alone gives the essential information contained in 
medical dictionaries selling at many times the price of 
this invaluable little book. 


Price, flexible binding, $1.50 
Discount in quantity orders. 
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We are prepared to offer un- 
usual opportunities to progressive 
Life Insurance men in Texas and 
Louisiana. 


+= a 














For Contracts and Territory, Address 
R. B. COUSINS, JR., President 


SAN JACINTO LIFE 
INSURANCE COMPANY 


Beaumont, Texas 
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A Standing Invitation: 


If the “North British & Mercantile” organiza- 
tion can at any time do anything for anyone in- 
surance-wise, whether a patron of ours or not 
and whether in this country or any other country, 
it will give us much pleasure to be of such service. 


WORLD-WIDE jimscvaitine_ cite 


NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY, Limited 
U. S. Branch: 150 William Street, New York 
Cc. F. Shalicross, Manager 



















































The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches 
| of insurance embrace the most valuable and standard treatises on these 
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North and South Carolina 
Insurance Days 





Joint Observance November 17th 
and 18th at Charlotte—Many 


Prominent Speakers 


A joint observance of Insurance 
Days by North and South Carolina will 
be held at Charlotte, Nov. 17 and 18. 
It is being sponsored by the Insurance 
Federation of North Carolina, the 
North Carolina Association of Insur- 
ance Agents, the Charlotte Chamber of 
Commerce, the Charlotte Insurance Ex- 
change and local Life Underwriters as- 
sociations throughout North Carolina 
and similar state-wide and local organ- 
izations in South Carolina. 

The first Carolina Insurance Days 
meeting was held at Greensboro last 
year and was attended by 700 insurance 
and business men from all parts of the 
State. The purpose of these meetings 
is to bring about a closer relationship 
between the buyers and sellers of in- 
surance and to acquaint the public with 
the value and importance of insurance, 
as a basic American enterprise and the 
foundation upon which business and in- 
dustry so largely rests. Governor 
Franklin D. Roosevelt of New York has 
been invited to address the Charlotte 
convention. Merle Thorpe, editor of 
Nation’s Business; Hon. Hamilton Fish, 
Jr., and other speakers of national 
prominence will be on the program. 

James L. Case, of Norwich, Conn., 
past president of the National Associ- 
ation of Insurance Agents and one of 
the popular figures in the insurance 
business today, will address the Fire 
and Casualty group meeting at Char- 
lotte; T. Alfred Fleming of the con- 
servation department of the National 
Board of Fire Underwriters of New 
York; E. C. Stone, president of the 
Employers Liability Insurance Com- 
pany of Boston; Henry Swift Ives, spe- 
cial counsel of the Association of 
Surety and Casualty Executives and 
others will also be on the Fire and 
Casualty program. 

The Life Insurance Sales Congress 
program will include John M. Laird of 
the Connecticut General Life Insurance 
Company, recently elected president of 
the American Life Convention; Oliver 
Thurman, vice-president, Mutual Bene- 
fit Life of Newark, N. J.; Albert E. N. 
Gray, superintendent of agencies, Pru- 
dential Insurance Company of Newark; 
Elbert Storer of Indianapolis, president 
of the National Association of Life Un- 
derwriters; John M. Holcombe, Jr., 
manager of the Life Insurance Sales 
Research Bureau of Hartford, Conn.; 
and Roger Hull of New York. 
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R. B. Case Heads Kansas 
Association 


ToPeKA, KAN., Oct. 27.—Ross B. 
Case of Marion, Kan., was elected pres- 
ident at the eleventh annual convention 
of the Kansas Association of Insurance 
Agents at Topeka, Oct. 15 and 16. 
Meade Holmes of Topeka was made 
vice-president, and Charles T. Priest 
of Wichita national councillor. 

Wade Patton of Hutchinson was re- 
appointed secretary-treasurer. 

William B. Calhoun, president of the 
National Association, spoke Thursday 
evening at a smoker, stressing the need 
of cooperation between agents and com- 
panies. 


31 


Brokers Asked to Subscribe to 
Unemployment Funds 


A committee of insurance brokers 
has been organized to request all in- 
surance brokers to subscribe to the 
funds being raised by the Emergency 
Unemployment Relief Committee of 
which Harvey D. Gibson is chairman. 
Every insurance brokerage office and 
every executive and employee thereof 
is appealed to for a contribution. Em- 
ployees in various lines are subscribing 
under a plan which permits their con- 
tribution to be made covering a period 
of twenty weeks. Communications 
should be addressed to Berthold M. 
Harris, secretary, 100 William Street. 
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RECOVERY 


When ll 


other forms of 


investments have 


slumped and recovery appears slow, a sound re- 


insurance contract pays 100% whenever called 


upon. 


It never fluctuates. 


Sound underwriting—Sound investment. 


This Company 


transacts a 


Fire Reinsurance 


business only. 





FESTER, FOTHERGILL ¢ HARTUNG 


United States Manag 
110 William St. New York City 
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General Reinsurance Group 


GENERAL REINSURANCE 


CORPORATION 
CASUALTY ° FIDELITY - SURETY 


UNITED BRITISH 


INSURANCE COMPANY, Ltd. 
(United States Branch) 


CASUALTY ° FIDELITY SURETY 
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NORTH STAR 
INSURANCE COMPANY 


FIRE and ALLIED LINES 


Home Office: 9O John Street, New York 


Pacific Coast Office: 200 Bush St., San Francisco, Cal. 


Affording 

a Comprehensive 
Reinsurance 
Service 
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Police Commissioner 
Describes Functions 
of N. Y. Police 


Distinct lack of parental and 
ligious control has changed the aver- 
age age of the criminal from the ma- 
tured man of 30 to the stripling of un- 
der 20 was the solemn charge of Police 
Commissioner Edward Mulrooney of 
New York City before the fall dinner 
of the Casualty and Surety Club of 
New York at the Hotel New Yorker 
last Thursday evening. 

“The treatment of our youth is the 
cause of crime,” declared the commis- 
sioner, who spoke to a record gathering 
of New York casualty men, “and that 
is society’s problem. We must spend 
more effort on crime prevention. It is 
cheaper to correct the child than to re- 
form the criminal.” 

Commissioner Mulrooney held his -n- 
tire audience in absorbed attention, and 
at the close of his speech received tre- 
mendous applause. The man who rose 
from a copper on the beat to the head 
of New York City’s enormous police 
squad of 19,175 men, who cost the city 
$60,000,000 annually, spoke with the as- 
surance of a man who has learned crim- 
inal psychology and practice in a prac- 
tical manner. 

“The criminal of today is a brutal 
youngster,” he said. “His killings are 
ruthless and he has no patience for 
planned felony. Thirty years ago he 
was a matured man of 30 who matched 
wits with his victims. He spent months 
in planning a bank robbery, and he was 
subtle in its execution. Now he gets a 
sub machine gun or a brace of pistols 
and finishes the job in ten minutes.” 

The commissioner went on to de- 
scribe the various special squads 
which had been necessitated in recent 
years to deal with the growing amount 
of crime. He called attention to the re- 
cently organized forgery squad, and 
urged the surety men to support it by 

(Concluded on page 37) 
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Mulrooney Speaks to Fall Dinner 
of Casualty and Surety Club 


Personal Ability Will Aid 
Recovery, Says Allen 


Nat'l Surety President Addresses 
Wisconsin Agents on Pres- 
ent Conditions 


In a short but sparkling address to 
the Wisconsin Association of Insurance 
Agents which met in Milwaukee Mon- 
day and Tuesday of this week, Edward 
M. Allen, president of the National 
Surety Company, gave his views on 
present business conditions. 

Personal ability and enterprise will 
be the dominating factor in bringing 
the country out of its present depres- 
sion, he observed, as he criticized 
“calamity howlers.” “There is much to 
be expected of the future by the man 
who is willing to work, and plan, and 
economize so as to manage his affairs 
throughout the next few years on a 
sane and normal basis,” he declared. 

“The almost insane enthusiasts of 
1928 and 1929 brought about the de- 
cline that was forced upon the people 
by the crazy antics of speculators dur- 
ing that time. We all were told by 
supposedly brainy men in the summer 
of 1929 that business conditions in 
America would never be less favorable 
than at that time. They had many 
convincing arguments to support their 
views. They thought prosperity would 
never end. We see their prototypes in 
the calamity howlers of today who see 
nothing but darkness ahead and who 
are making dire predictions of con- 
tinued trouble. America, as we know it 
today, was built in spite of the efforts 
of calamity howlers to cry it down.” 

Speaking of the conference commit- 
tees appointed during Percy M. Good- 
win’s administration as head of the 
national agents’ association, Mr. Allen 
said, “It seems to me advisable to estab- 
lish friendly and cooperative relations 
between agents and companies as this 
new business era is dawning.” 














E. M. Allen 


CASUALTY RELIEF COMMITTEE 
Assisting Richard Deming, vice-pres- 
ident of the American Surety Company, 
in casualty and surety division of 
the Emergency Unemployment Relief 
Committee are the following promi- 
nent casualty and surety men: John 
McGinley of the Travelers vice-chair- 
man; S. C. Hemstreet, secretary oi 
the American Surety, also vice-chair- 
man, and the members of the commit- 
tee include. J. Ives Barton, vice-presi- 
dent, the Maryland Casualty; James A. 
Beha, of the National Bureau; E. H. 
Boles, president, General Reinsurance 
Company; R. R. Gilkey, secretary, 
Surety Association of America; Thomas 
J. Grahame, resident vice-president, 
Globe Indemnity; John A. Griffin, vice- 
president, Fidelity and Deposit; George 
E. Hayes, vice-president, Union In- 
demnity; E. C. Lunt, vice-president, 
Great American Indemnity; Alonzo 
Gore Oakley, manager, U. S. F. & G.; 
F. J. O’Neil, president, Royal In- 
demnity; George H. Reaney, U. S. 
Guarantee Company; Paul Rutherford, 
president, Hartford Accident and In- 
demnity; E. A. St. John, vice-chair- 
man, National Surety; John S. Turn, 
vice-president, Aetna Casualty and 
Surety; Charles Wilder, vice-president, 
Liberty Mutual Insurance Company. 
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WANTED! Men who live 
in ARKANSAS 


to learn the interesting story con- 
cerning agency contracts for open 
territory the Southland Life has to 
offer YOU. For the complete facts 
write Clarence E. Linz, First Vice- 
President. 


si 


Ea SOLID) 
SOUTHLAND LIFE INSURANCE pine) COMPANY 
— Ore OFF 1 . Oats. aas SOU TH) : 


HARRY LL. SEAY, PRESIDENT 


CENTRAL STATES LIFE 


INSURANCE COMPANY 
OFFERS YOU 


Policies for all ages 1 to 70. 

Children’s Policies with Beneficiary Insurance. 
Both Participating and Non-Participating. 
Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 





NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in foree 
Write direct to Home Office 
ST. LOUIS 























Pan-American Fieldmen Sell With 
STANDARDIZED SALES TALKS 


A series of proven Standardized Sales Talks com- 
prise one of the five Training booklets that are help- 
ing toward the success of Pan-American representa- 
tives. 


The booklet “Getting Acquainted with the Pan- 
American” tells more about the advantages of this 
Company's agency contracts. A copy will be sent 
you upon request. 


Write 


TED M. SIMMONS, 
Manager United States Agencies 


CRAWFORD H. ELLIS 
President 


E. G. SIMMONS 
Vice-Pres. and Gen’! Mor. 
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The Pioneer Book on Life Sales Demonstrations 


FIFTY INTERVIEWS 
—FIFTY SALES 


Compiled by KENILWORTH MATHUS 





A book that is 
different, contain- 
ing over 50 sales 
demonstrations in 
dialogue form on 
family income, re- 











The 
United States Life Insurance 
Company 
In the City of New York 


Organized 1850. Non-Participating Policies 
Only. Over 79 Years of Service to 
Policyholders 


ow 


Good Territory for personal producers, under 
direct contract. 


ow 


HOME OFFICE 


156 Fifth Avenue New York City 














tirement income, 
investment angles, 
younger ages, 
professional pros- 
pects, pure protec- 
tion, insurance 
trusts, program- 
ming on business 
insurance. 


The Approach—the Interview—Closing 
—Answering Objections—Conserving and 


Holding Business—ALL IN DIALOGUE. 
THIS IS THE BOOK FOR YOU! 


THE SPECTATOR COMPANY 
243 West 39th Street, 
New York City. 

copies of Fifty Interviews—Fifty Sales 
and I will pay as indicated. © Cash herewith. O Upon receipt 
of bill. Price $2.50 per copy. 
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EMEMBERING Will Shakspur’s, 
or Shakspeer’s, or Shakespeare’s 
brilliant line, “oh what tangled webs 
so weave when first we practise to 
deceive,” your editor is frightened into 
a confession. Before traveling with 
Sticks and Ems up the Peaks of Pica, 
a journey which he looks forward to 
with some trepidation, but certainly 
with animation, you must know the 
truth. It will hurt, but think of the 
fun Hindu fakirs get out of goring 
themselves. The fact is this—you are 
no longer being attended by the old 
third party; that is, the third party 
to whom you have been accustomed. 
Taken out of its pemmican construc- 
tion, that means you have a new editor 


—catch on? 
* * * 


T would be useless to attempt to fol- 

low the gracefully dizzy path over 
which the third party has cavorted. 
Your new editor could not stand the 
strain of gamboling about fateful 
deserts with a sextet of doomed com- 
panions. He cannot sit down and trill 
off an ode to a lost photo cut on press 
day, or a sonnet to a tardy editor the 
morning after, or eke an epic on an 
accident conclave at Wawasee. He 
cannot stretch points far enough to 
reconcile the underwriting of fidelity 
insurance with the amours of romantic 
natives in far off Tahiti. Above all, 
he cannot discover, and would not if 
he could, the exact humour in the out- 
landish and polysyllabic title of for- 
eign insurance companies. Then quoth 
you impatiently, why the hell, tarna- 
tion or hades (select one) does he 
muscle in on the preserves? 


* * * 


ND there, reader, you have the 

forte of the new third party. He’s 
a question answerer. Not a halavah 
taster, nor yet a sauerkraut snaggler, 
but a question answerer, a responder 
to inquiries, a donor of replies. Send 
in a question on life, love or the pur- 
suit of happiness, or even insurance, 
and the midnight oil (pronounced erl 
east of the Hudson) will be burnt 
over it f.o.c., a new SPECTATOR service. 
Anonymity will be preserved where 
it is obviously necessary. Otherwise 
he’ll have to preview a play, review 
a book, side view a personality, back 
view himself, bird’s eye view the busi- 
ness, worm’s eye view the news, front 
view the seandal (that’s brave, isn’t 
it?), and in general, opposite view 
everything, and know nothin’ about 
nothin’. 
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IN CASUALTY 


© nese Mulrooney, 
head of New York’s fleet of 18,000 
cops, doesn’t want it advertised that 
he’s a swell speaker. He tries to tell 
you that he is terrible, so that he can 
escape the hundreds of requests for 
his services. But last Thursday 
evening the Casualty and Surety Club 
of New York was fortunate to have 
him at its fall dinner, and collectively 
and individually they took him to their 
bosom. The Commissioner speaks a 
man’s language, in a straight forward, 
clear and genuine manner. Thirty-six 
years as a New York cop has made 
him, in his own words, “hardboiled.” 
Just hardboiled enough, we think, not 
to be afraid to swap patter for real 
facts, and to keep a large group of 
equally hardboiled insurance men 
deeply absorbed in what he has to say. 
He went over “big” with the cas- 
ualty men, and if this gets around, the 
chief of New York’s finest, a cop to 
the core, will find himself at many an 
insurance dinner this fall, we think. 





This is a sad 


but somehow very funny story. It 
happened because B. Altman & Co., 
New York department store, has four 
of the largest plate glass windows in 
the world. In August one of these 
plates, size 160 by 204 in., value $2,- 
000, was broken when a passing auto- 
mobile flicked a stone from its tires 
smack through the glass. Altman’s 
phoned its insurance company (name 
withheld at company’s request), re- 
minding them of their plate glass 
policy. The company started some 
tall phoning, too, but no glazier in 


INSURANCE 


town had replacements that large in 
stock. It was soon found that no 
glazier or glass factory in the United 
States could replace the breakage. A 
Pittsburgh manufacturer who had 
originally made the plates had given 
up making them so large. He had one 
2 in. short, 158 by 204, and this looked 
like the solution, but Altman’s archi- 
tect soon squashed the idea. 





So a Belgian firm in Brussels was 
cabled and agreed to cast the glass. 
It took ten days, but a supreme piece 
of workmanship was accomplished. It 
was crated and shipped to Antwerp, 
but lo! no ship big enough could be 
found to transport it; it wouldn’t go 
through the bulkheads of the regular 
freighters. The Belgenland of the 
Red Star line had a yawning bulk- 
head, and so carried it across. When 
it arrived in New York, escorted by 
a special representative of the glass 
company, more trouble arose. The 
entries from the ship to the dock 
warehouse weren’t high enough to 
permit free entry of the crate. A 
truck with a specially built low chas- 
sis, sent on from California to trans- 
fer the glass to Altman’s, discovered 
that it had to have a special permit 
to travel up Eighth Avenue to 110th 
Street, the only place where it could 
get the huge crate under the elevated 
platforms. 

Thirty men were engaged to tilt the 
glass at such an angle that it could be 
shifted through the dock entry. An 
electric block and tackle was to help 
with the work. Everything went all 
right until just the moment before 

(Concluded on page 37) 
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Trading Post For 
19,000,000 


People 


1858. Kansas City is a frontier town, a trading post of 700 people. Thousands of pioneers passed 
through the gates of the new empire on their way westward. Thousands stayed. People who intended to travel VIA 
Kansas City, made it their destination. The city grew and prospered. Soon the prominence of Kansas City as a trad- 
ing post foreshadowed its destiny as the logical source of supply of the great Southwest. 


1931. The new city that was founded 
as a trading post now ‘serves a trading population of 
19 million people in 14 states. The buying area of 
Kansas City today contains one-sixth of the nation’s 


population. 


Last year 138 million bushels of grain 
passed through this metropolis together with hundreds 
of thousands of animals for slaughter, and farm prod- 
ucts runnings into hundreds of millions of dollars. 
Transportation facilities of every sort carry these goods 
to consumers. Railroad lines radiate in every direc- 
tion. The stilled whistle of the Missouri River steam- 
boat soon is to be heard again. Modern highways 
reach out to every section. Regularly scheduled air 
lines speed above the old trails to every section of 
the territory. 

















Union Indemnity Company, a modern 
pioneer in the insurance industry, has long been a leader 
in the development of new insurance policies and new 
ideals of service. For years Union Indemnity Com- 
pany has maintained a Claim and Service Office here 
as the logical center convenieht to our great army of 

agents throughout the Southwest. We are keep- 


ing step, as Kansas City continues to pioneer. 
Courtesy of H. F Sloughies 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 
EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS “ “ “ i00 MAIDEN LANE, NEW YORE 
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Mulrooney Speaks to 


Casualty Club 


(Concluded from page 33) 


giving the police department as much 
information about their losses as pos- 
sible. “I agree with the surety man 
who said that forgery is America’s 
fastest growing crime. If the com- 
panies will assist us with their ccop- 
eration we will be able to cut it down 
materially in a few years.” 

He described the new automobile 
homicide squad as one of the most ef- 
ficient in the city. It is composed of 
expert policemen who are skilled in au- 
tomobile mechanics and the necessities 
of court evidence, he said. They rush 
to the scene of a fatal accident imme- 
diately upon being informed of it, pho- 
tograph the scene, test the involved au- 
tomobiles, and gather important evi- 
dence. Mr. Mulrooney here pointed out 
that the number of fatal accidents to 
children under the age of 16 had 
dropped in ratio, showing the effect oi 
safety education in the school. Adult 
fatalities in this connection had _ in- 
creased, he said. 

Speaking of the New York Bureau of 
Ballistics, a department in which the 
city takes great pride, Mr. Mulrooney 
predicted: “Ballistics will one day be 
as significant a factor in criminal de- 
tection as the fingerprint system (Ber- 
tillon records) now in use at the depart- 
ment.” He told several stories of de- 
tection of criminals by ballistic meth- 
ods, to prove his point. 

If the public wishes to carry out its 
duty in suppressing crimes of violence 
throughout the country it should 
throw its whole hearted support behind 
prohibitory measures concerning the 
sale of firearms, the commissioner said. 
The Sullivan law and the recently en- 
acted statute prohibiting the sale of 
machine guns except to the militia and 
law enforcement bodies in New York 
State, is only a step toward the goal, 
he said. “We will get no relief until 
we have nationwide legislation.” He 
called attention to a bill of this nature 
which Senator Royal S. Copeland in- 
tends to present to the next session of 
Congress, and urged the casualty men 
to support it. 

George E. Hayes, vice-president of 
the Union Indemnity Company, who is 
president of the Casualty and Surety 
Club, acted as toastmaster. Richard 
Deming, vice-president of the American 
Surety Company, who is current chair- 
man of the casualty and surety division 
of the Emergency Unemployment Re- 
lief Fund at the invitation of Mr. 
Hayes spoke a few words urging the 
members of the club to enthusiastically 
support the 1932 campaign for unem- 
ployment relief. 
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H. W. Dingman 


Insurance Will Profit in 1931, 
Says Dr. Dingman 


Continental Casualty Man Speaks 
to Wisconsin Agents of Pres- 
ent Careful Methods 

Insurance is putting its house in 
order during the present business 
period in the opinion of Dr. Harry W. 
Dingman, vice-president and medical 
director of the Continental Casualty 
Company and the Continental Assur- 
ance Company. Dr. Dingman spoke 
this week to the Wisconsin Association 
of Insurance Agents at their annual 
session in Milwaukee. 

In the doctor’s opinion, 1931 has been 
an excellent year for insurance “be- 
cause we have stopped taking things 
for granted. We are analyzing our- 
selves and our business. We are put- 
ting intensive thought into our prob- 
lems. We are searching for better 
ways to render our service, and at less 
money. We are endeavoring to know 
our clients’ needs and desires and to 
supply them as they should be supplied. 
Intensive study like this is bound to 
bring about great good.” 

Dr. Dingman called attention to the 
surveys which home office agency de- 
partments are conducting on the busi- 
ness turned in by agents. They are 
analyzing this business according to its 
general grade, its cost, its persistency 
and the amount of supervision it re- 
quires, he said. Companies are also 
viewing their risks with added cau- 
tion, he declared, and they are paying 
greater attention to the non-physical 
aspects of risks than ever before. 

Insurance has assumed a more im- 
portant place in world’s affairs during 
1931 than ever before, according to Dr. 
Dingman. 
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PROVIDENT L. & A. APPOINTS 
J. E. POWELL, ASST. MGR. 


James E. Powell, formerly manager 
of the accident department of the 
Southern Surety Company, prior to the 
reinsurance of its accident business 
with the Provident Life and Accident 
Insurance Company, of Chattanooga, 
Tenn., has been made assistant man- 
ager of the Provident’s accident depart- 
ment, according to announcement by 
President Robert J. Maclellan of the 
Provident. 

Mr. Powell entered the insurance 
business in 1922, after leaving the Uni- 
versity of Missouri, as special agent for 
the Southern Surety’s accident depart- 
ment which was headed by his brother, 
Watson Powell, now agency vice-presi- 
dent of the Provident. Later he went 
into the insurance business for himself 
at Omaha and then was associated for 
a year with the Retail Credit Company. 
Returning to the Southern Surety Com- 
pany, he was placed in charge of agen- 
cies for the accident department. 


COLUMBIA CASUALTY APPOINTS 
INSURANCE PLANS, INC. 


SAN FRANCISCO, CAL., Oct. 26.—In- 
surance Plans, Inc., of San Francisco, 
general agency formed two months ago 
by J. R. Molony and A. A. Hartmann, 
former executives for the Southern 
Surety on the Pacific Coast. have been 
appointed general agents in the San 
Francisco Bay District territory for 
the Columbia Casualty. 

According to William J. Gardner, 
vice-president. Mr. Molony’s announce 
ment stated that Mr. Hartmann will 
manage a casualty engineering depart- 
ment and that a medical department 
will be organized under the supervision 
of Dr. G. Tucker formerly with the 
Aetna Affiliated Companies. 


People and Problems 
(Concluded from page 35) 


the crate achieved the right angle, and 
then—horrors! The cable slipped or 
someone was careless, and down it 
crashed to the dock. A cheerful tin- 
kle inside the crate announced the re- 
sult of the fall. The importers didn’t 
even bother to open the crate; they 
knew they were licked. They sent an- 
other cable for another plate. But 
they’re having a little trouble decid- 
ing who’s responsible for the second 
break, and they’re studying a safer 
means of removing the glass from 
the boat snug into Altman’s windows. 
“We've learned something this time,” 
said the importer. 
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A Policy 
Tuned to the Times 


The need for life insurance is 
greater today than ever. People are 
buying it. But they want it at a fig- 
ure in keeping with today’s lower 


commodity prices. 


With a participating rate lower than 
many non-participating rates, Na- 
tional Life agents are finding busi- 


ness good. 


Its low rate and uncommon fairness 
are selling the National’s Universal 
Policy. 


National Life Company 


118—1 1th Street Des Moines, Iowa 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO’APANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 








Guaranteed 
Low Cost 


Guaranteed 
Benefits 
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NDERWRITERS 


Business is good with National 
Guaranty Life. 


Your money is made on the poli- 
cies you SELL. National Guaranty 
policies are easy to SELL. 


Liberal agency contracts and lib- 
eral policy contracts account for 
our leading all California com- 
panies in new business in 1929 
and 1930. 


We can use a few more good men. 


National Guaranty Life 
James Oviatt Bldg. 
Los Angeles, Calif. 
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Don’t Miss This Chance! 


When a million dol- 
lar a month producer 
puts in writing how he 
does it so that any 
reader can adopt his 
methods, surely this 
is an opportunity not 
to be overlooked by 
any life insurance 
salesman This is 
what Charles  P. 
Rogge has done and 

ae it is all available in 

a ee the new book en- 
titled— 


SUPER-SELLING with ROGGE 


Mr. Rogge has put in this book reproductions 
of the cards he uses in his work, the sales let- 
ters he has found most effective, articles he 
and his associates have written for the insurance 
press, and discussions of his methods by such 
men as Shaemas O’Sheel and “Ad Man” Davison. 
It offers a complete course on selling “big busi- 
ness. 











Price per copy $3 
THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St., New York 
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Halsey Describes Uniform 
Traffic Systems 





Urges Local, State and Federal 
Interest in Eliminating Confu- 
sion, in Published Article 


Maxwell N. Halsey, traffic engineer 
of the National Bureau of Casualty and 
Surety Underwriters, in an article 
“We’ve Got to Keep "Em Moving” in 
the current issue of ““MoToR,” repre- 
sents a plan for local, State and Fed- 
eral cooperation in making streets and 
highways safer for motorists and pedes- 
trians. 

Mr. Halsey stresses coordination of 
traffic plans as an essential for all sci- 
entific and effective traffic regulation. 
This is not confined to voting jurisdic- 
tion, but is determined by the traffic 
which uses it. The area which must 
receive uniform control is that which is 
influenced by the flow of traffic. 

“Motorists are tired or non-uniform 
traffic control, and they are tired of 
the lack of cooperation between adja- 
cent cities amd towns,” Mr. Halsey 
writes. “It is time for dealers and the 
motoring public to apply pressure sim- 
ilar to that which resulted in hard and 
smooth roads, and thus bring about 
uniformity and the centralized control 
necessary to apply it successfully.” 

The choice of an advisory agency 
which can compel uniformity of con- 
trol will vary in different areas, accord- 
ing to the writer. In some localities the 
county will be the point. In other in- 
stances the metropolitan territory, if it 
includes the larger cities. Im still 
other parts of the country the State is 
the logical candidate. The Federal 
government’s position should be large- 
ly advisory. 

In order to be successful a State or a 
county must remain in a strictly super:- 
visory capacity. Unless this negative 
stand is taken the municipalities will 
not have sufficient leeway in which to 
exercise home rule and undoubtedly will 
be apt to block the whole movement. 

Mr. Halsey mentions three progres- 
sive States which have taken steps in 
accomplishing uniform traffic control— 
Massachusetts, Pennsylvania and New 
Jersey. He describes the Uniform 
Traffic Signs, Lights, Markings, Signal 
System and Regulation of Massachu- 
setts as likely to produce the results 
most beneficial not only for motorists, 
but for pedestrians. When the stand- 
ards set up by the code have been put 
into effect in Massachusetts, he adds, 
that State will be a veritable paradise 
for the motorist. 

The vehicle by which the new coor- 
dinated system is working in the three 
States differs slightly. 
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Alabama Truck Owners Need 
Surety Bonds 


MONTGOMERY, ALA., Oct. 26.—The 
Alabama Public Service Commission 
last week issued citations on 15 freight 
and passenger motor carriers to appear 
before the commission Nov. 2 and show 
cause why their permits to operate in 
Alabama should not be revoked for 
failure to take out the $1,000 surety 
bond required by the Alabama motor 
carriers act of 1931. 

The commission at the same time re- 
voked the permits of 10 freight and 
passenger lines for failure to post the 
surety bond tax on trucks and buses. 
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Pacific Indemnity Company Report 

The semi-annual statement of the 
Pacific Indemnity Company of Los An- 
geles issued June 30, 1931, shows the 
company to be in excellent condition. 
It has admitted assets of $7,643,738, 
and after providing for all liabilities, 
which amounted to $3,744,720, a volun- 
tary contingent reserve of $75,000, it 
shows a surplus to policyholders of $3,- 
824,018, which includes its paid-up cap- 
ital of $1,500,000. Its assets are remu- 
neratively invested as follows: Real es- 
tate, $574,732; mortgage loans on real 
estate, $1,223,000; collateral loans, 
$848,047; bonds, $2,878,786; stocks, 
$629,418, and other assets of $228,777. 
It has cash in the office and banks of 
$227,396 and premiums in the course 
of collection to the amount of $1,033,- 
581. Chief among the liability items 
is the unearned premium reserve of 
$1,803,873; reserves for losses and loss 
expense, $1,421,826; reserve for taxes, 
$185,046, and reserve for commissions, 
expenses, and other liabilities, $333,974. 

The company was organized under 
the laws of California in January, 
1926, with strong financial backing and 
a staff of experienced insurance execu- 
tives, and is now writing a substantial 
volume of multiple line business. Lee 
A. Phillips, who is executive vice-presi- 
dent of the Pacific Mutual Life Insur- 
ance Company, is president and M. R. 


Johnson executive vice-president and 
general manager. H. E. Wood, Preston 
Hotchkis, Eugene L. Stockwell and 


James E. McInerny are vice-presidents. 

The report of the California insur- 
ance department on examining the com- 
pany makes this comment on its fa- 
vorable results during its more than 
five years of operation, “that the com- 
pany has been able to achieve this fa- 
vorable result is in a large measure 
due to its highly efficient management 
and conservative underwriting policy. 
The company has from its inception en- 
joyed a considerable premium income 
and has achieved a consistent growth.” 
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Supt. Van Schaick Proposes 
Stiffer Brokers’ Exams 





Urges Gen’l Brokers Ass’n to 
Exercise Rigid Ethical Con- 
trol in New York 


Examinations for brokers’ licenses in 
New York State will be stiffer in 1932, 
according to Superintendent George S. 
Van Schaick. Mr. Van Schaick voiced 
his proposal at the fall dinner of the 
General Brokers Association of New 
York at the Hotel Astor Tuesday eve- 
ning. More restriction will eliminate 
unqualified brokers from competing 
with the experienced men in the field, 
he believes. He said in this connec- 
tion: 

“An inspection of the examinations 
used since the written examination law 
went into effect in 1928 shows that the 
written examinations have been con- 
fined largely to substantive insurance 
law and practices but little as to the 
duties and obligations and_ ethical 
standards and possible service that an 
insurance broker is expected to render 
the public. For 1932 I propose that 
the written examinations be amplified. 
With no let-up whatever on the rigor 
of the questions as to insurance law 
and practices, there will be presented 
Part II of the written examination 
which will seek to ascertain the appli- 
cant’s conception of the duties of the 
office to which he aspires, the lines of 
public service that justify a broker’s 
existence, the loyalty to a principle de- 
manded of an agent, the pecuniary re- 
sponsibility for negligence on the part 
of a broker and related subjects. The 
purpose will be not only to elicit infor- 
mation as to the applicant but to direct 
attention to the theory of the office, 
the pitfalls which beset a broker and 
to give the applicant an idea of the 
elements which are deemed by the de- 
partment to enter into the question of 
trustworthiness.” 

Mr. Van Schaick urged the Brokers 
Association to emulate the example of 
the New York Bar Association in con- 
trolling ethics among the practitioners 
of their calling. The brokers should 
be anxious to eliminate bad practices in 
order to keep up their own reputations, 
he said. 

Following Mr. Van Schaick, Samuel 
D. MacPeak, third deputy insurance 
superintendent, gave a brief address on 
the subject of the administration of in- 
surance law by the various departments 
of insurance and the relations of the 
department to the insurance brokers’ 
associations. 
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Pacific Indemnity Company 


LEE A. PHILLIPS, President 
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Underwriting Managers 









SAN FRANCISCO LOS ANGELES OAKLAND 


150 Sansome Street 621 South Hope Street Central National Bank Building 
















SEATTLE SALT LAKE CITY PORTLAND 
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Leon Irwin & Co. 


NEW ORLEANS, LA. 
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Established 1865 by David Parks Fackler | 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Caleulations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 
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MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 











WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 




















JAMES H. WASHBURN, F. A. I. A. 
Censulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Trepical Business 


2004 WEST END AVE., NASHVILLE, TENN. 


Actuarial 


Actuarial 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 
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ERSTON L. MARSHALL 
CONSULTING ACTUARY 


301 Iowa Building 
DES MOINES, IOWA 











T. J. McCOMB 
CONSULTING ACTUARY 


Oklahoma City, Okla. 
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J. H. OROURKE, Jr. 
UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 
PHONES: 

LOMBARD 1674 GERMANTOWN 5108 
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REXEL BLDG. PHILADELPHIA, PA. 
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FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 

Fred B. Swartz, C. P. A. 

W. L. Clayton 

E. P. Higgins 


THE BOURSE PHILADELPHIA 





























J. Charles Seitz, F. A. I. A. 


Consulting Actuary 
Author “A System and Accounting for a Life 





Insurance Company 
Attention to 
Legal Reserve, Fraternal and Assessment 
Business— Pensions. 
228 North La Salle Street, Chicage, Illinois 
Phone Franklin 6559 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 








ALEXANDER C. GOOD 


CONSULTING ACTUARY 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Me. 
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The Second Supplement 
to The Handy Guide, 1931 


The second supplement to The 
Handy Guide to Premium Rates, Ap- 
plications and Policies, 1931 edition, 
has been issued by The Spectator 
Company. This supplement contains 
new policy forms and premium rates 
of the several companies, thus bring- 
ing The Handy Guide fully up to 
date. 

Copies of this supplement will be 
supplied to those subscribers to The 
Handy Guide whose names appear 
on The Spectator Company’s books, 
at 35 cents each, while the price to 
non-subscribers will be 50 cents. 
The three supplements to the 1931 
edition of The Handy Guide will be 
furnished to subscribers to that book 
for $1.00. 


Orders should be addressed to 
THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 

243 West 39TH St., New York, N. Y. 
Chicago Boston New Orleans 














INSPECTORS! EXAMINERS! 


UNDERWRITERS! 


2nd Edition—Revised & Amplified 


BUILDING CONSTRUCTION 


as Applied to Fire Insurance 


By DOMINGE & LINCOLN 
Authors of Fire Insurance Inspection 


and Underwriting 


This book contains everything a fire insurance man o t to kno 
about Building Construction. _s " 

_Purchase this book and watch your losses drop. In plain non-tech- 
nical —— the mystery of this important part of the Business 
is removed. 








Price $2 per copy 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
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